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With satin anodized finish for long-lasting beauty 


Now Dexlock, the low cost Dexter lock with the high quali- 
ty Dexter look, is available in solid aluminum. It’s finished 
with a brilliantly smooth, satin anodized lustre that won't 
corrode or tarnish. And the moving aluminum parts are 
New sample mount for Dexter dealers protected against wear by stainless steel bearings in roses. 
Plus all the other important Dexlock features: Factory pre- 
assembled tie screws. Extra-easy cylinder removal for 
re-keying. True self-aligning latch to assure fast installation 
and smooth operation even if edge hole is bored out of line. 
Solid brass cylinder plug—not die cast or powdered metal. 
Concealed tie screws. Steel interior parts. New tulip 
knob. Fits standard Dexter boring for all residential doors. 


DEXLOCK 


Dexlock also in solid brass or bronze, standard or two-tone 
finishes including chrome and black anodized aluminum. 


NO LOCK INSTALLS FASTER THAN A DEXTER 


DEXTER LOCK DIVISION Dexter industries, inc., Grand Rapids, Michigan 
In Canada: Dexter Lock Canada Ltd., Galt, Ontario. © In Mexico: Dexter Locks, Plata Elegante, S.A. de D.V. Monterrey 


Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal 





unlimited 
window variety 

















Full 90° opening 
for more view 
and ventilation 


Extra slim mullion 
for beauty and 
broader view 
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° WINE WINQOWS 





Hundreds of window layouts are possible 


with CRESTLINE stacking awning window 
units. They bring a special beauty to any room! 


Smaller sizes are designed to be used in 


combinations with the larger picture window 


sizes. Units are either fixed or ventilating 


with single or Crestopane insulating glass and 
install easily in any wall. Opening units are 


roto-operated, open to a full 90°, are fully 
weatherstripped and come with 
aluminum screens applied on the inside. 


These versatile CRESTLINE windows bring 


extra value and distinction to any home, 
and make your job easier, whether it 
is to sell, build or design! 


Crestopane 
inccliting glass 
factory applied. 
(Single glazing optional) 
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See your distributor 
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MANUFACTURED BY THE SILCREST COMPANY, 
WAUSAU, WISCONSIN 
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SHE’LL COME TO YOU 


to rent this Clarke rug shampoo machine 


poo 


This biggest development of the 
rental market will mean handsome, 
steady profits for you 


The rental demand for rug shampoo machines 
has been growing steadily to all-time high 
proportions. With Clarke rug shampoo 
equipment, you'll build big profits three ways, 
from machine rental fees, shampoo sales 

and impulse purchases. Clarke rug shampoo 
machines are engineered to shampoo rugs and 
carpets with amazing ease and efficiency — give 
professional results at lowest cost — and 

they're built for years of top performance 
When you rent Clarke machines, you’re given a 
complete merchandising plan —all the 
promotional aids you need to make your 

store do-it-yourself rental headquarters, 

and build big profits fast! 
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Floor Polisher 


SANDING MACHINE COMPANY 


Address 468 E. Clay Ave., Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in 
Principal Cities. In Canada: Clarke Sanding Machine Co. 
(Canada) Ltd., 21 Advance Road, Toronto 18, Ont. 
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She saves half the time 
...boss saves all the cost! 


CWalionals De luxe adding machine... 


Live Keyboard’ with keytouch adjustable 


Saves up to 50% hand motion—and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on an adding machine. 

Every key operates the motor—so 
you can now forget the motor bar. No 
more back-and-forth hand motion from 
keys to motor bar. 

Keys are instantly adjustable to each 
operator’s touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 
effort. The new National not only has 


new operating advantages, but also has 
new quietness and new beauty! 
“Live” Keyboard with Adjustable 
Keytouch plus 8 other time-saving 
features combined only on the National 
Adding Machine: Automatic Clear 
Signal... Subtractions in red... Auto- 
matic Credit Balance in red... Auto- 
matic space-up of tape when _ total 
prints... Large Answer Dials... Easy- 
touch Key Action . . . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, payron 9, onto 
989 OFFICES IN 94 COUNTRIES 
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A National “De luxe” Adding Ma- 
chine pays for itself with the time- 
and-effort it saves, continues sav- 
ings as yearly profit. One hour a 
day saved with this National will, 
in the average office, repay 100% 
a year on the investment. See a 
demonstration on your own work. 
Call nearest National branch office 
or dealer. See phone 

book yellow pages. 


* TRADE MARK REG. U. 8. PAT. OFF. 


ADDING MACHINES « CASH REGISTERS 
ACCOUNTING MACHINES 
wer paper (No Carson Required) 


August 5, 1957, AMERICAN LUMBERMAN AND 





NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 





FHA RULES OUT LOW DOWN PAYMENTS 


Just when builders and dealers, too, could almost taste the easier FHA down 
payments, the Administration pulled the switch. True, it may be only a 
temporary decision subject to change if starts slipped further. It is quite 
clear, however, that the Administration is convinced that the situation is 
far from desperate for the housing industry. 

June starts were down to 92,000 private units but the adjusted annual rate 
is still not too bad—970,000 homes. This kind of a performance is still good 
enough to discourage desperate measures by Government to stimulate more housing. 
The panic party led by big project builders just isn't believed in Washington. 

Looking back to the good old days on house starts seems to be a favorite 
Sport these days. Yet, in only two recent years were Starts Significantly above 
one million homes. In 1954, 1.2 million houses went up. Another good year was 
1955, 1.3 million homes. Outside of these two years performance was just barely 
1 million . . . actually not much better than projections for 1957. 

















HARDWOOD PLYWOOD PLANNING FINISHING STANDARDS 


In a move to reduce complaints of poor finishing on pre-finished hardwood 
plywood, the industry is pushing for commercial standards from the Department of 
Commerce. Talk in the trade is that some small mills are cashing in on the 
popularity of pre-finished plywood but are getting sales by cut prices made 
possible by sub-standard finishing. 








VISKING-LU-RE-CO CONTEST SUCCESSFUL 


More than 300,000 entries have so far been tallied in the big Lu-Re-Co- 
Visking Contest recently concluded. First prize will be a Lu-Re-Co home, 
fully equipped with appliances. 

Many dealers built a model home similar to the prize house and merchandised 
the promotion locally Retailers who erected homes during this contest are 
requested to advise us of details for national publicity on their promotion. 
All examples submitted will be considered for a contest we are now running on 
merchandising new home building. First prize is a trip to the NRLDA exposition 
this November 4-7, at Philadelphia. 











GROWING IMPORTANCE OF SUBURBAN DEALERS. 


New yards are constantly going up in suburban communities where home building 
concentrates. This year, eSpecially, has seen a record number of new instal- 
lations. Long-established concerns are selling properties in the central areas 
or converting them for strictly industrial or contractor trade. 

The trend to the suburbs in itself is not surprising but recent Bureau of 
Labor statistics are to many observers. Last year 68% of all new housing 
concentrated in the suburbs. And on a dollar basis suburban homes accounted for 
72% of the value of all private homes. Aside from selling to suburban builders 
the dealer moving to the outskirts anticipates growing volume in repair and home 
improvement sales to these new homeowners. 





BLACK MARKET FOR CEMENT WIDESPREAD 


The strike in the cement industry is creating a growing market for black 
market prices. Increased imports from Canada and Sweden are also reported. 
This poses a difficult problem for the retailer because high inventory or orders 
in transit at top prices could mean a very real loss if the strike was 
settled suddenly. 
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June Starts 92,000 


The Labor Department reports that 
builders started work on 92,000 private 
homes in June. In the same month a 
year ago starts came to 104,600 units. 
The seasonally adjusted annual rate 
now is 970,000 homes, about the same 
as May. 

The total for the first six months 
comes to 480,000 homes, 13% below 
1956 figures. 


Freeze Easy FHA Terms 


A final decision has not been reached 
but unless there is a sudden change of 
heart in the White House and Treas- 
ury, the new, lower FHA down pay- 
ments are out for the present. FHA 
officials indicate, however, that they 
are thinking about a boost in their 
interest rate from 5% to 5%% to 
make their mortgages more attractive. 

Both Paul Ely, president, National 
Retail Lumber Dealers Association 
and George S. Goodyear, president, 
National Association of Home Build- 
ers, have sent telegrams to President 
Eisenhower protesting the holdup. 
Ely’s wire stressed the new terms 
would especially stimulate more funds 
for low-cost housing required by fam- 
ilies with minimum income. He com- 
mented that VA had helped these 
families but that the present VA in- 
terest rate closed off this type of 
mortgage. 

The housing industry, which had 
anticipated immediate low down pay- 
ments after signing of the new hous- 
ing bill by the President, seemed both 
shocked and bewildered. NAHB had 
issued statements applauding the ac- 
tion by Mr. Eisenhower and promising 
a faster tempo on starts this fall. The 
battle for easier FHA terms is still in 
low key but by mid-August the pres- 
sure on Congress and the President 
should be terrific. 

Retail lumber dealers questioned 
seemed to accept the situation and the 
comment generally was that it meant 
still greater emphasis would have to 
be placed on increasing remodeling 
business. Several retailers said that 
they planned all their advertising and 
selling effort on remodeling this fall. 


Trend to Components 


Each month brings new develop- 
ments in production ef “components” 


for houses such as wall and other 


panels. 


Frank Lloyd Wright, the famous 
architect, gave the nod to semi-fabri- 
cation such as wall panels as the an- 
swer to low-cost housing in the future. 
He spoke on a recent TV interview, 
referring to his association with Mar- 
shall Erdmann, lumber dealer in 
Madison, Wis. 


At least one company has an- 
nounced production of plastic laminate 
walls, fastened directly to studs with- 
out use of on site cement or other 
similar bonding for bathrooms. 


Meanwhile, Raymon H. Harrell, 
research director of Lumber Dealers 
Research Council, said: “I want all 
lumber dealers to know that now is 
the time to start sub-assembly of com- 
ponent units in their yards or else be 
hammered very severely by the pre- 
fab boys.” 


Recognizing the importance of com- 
ponent fabrication to the retail build- 
ing material dealer, American Lum- 
berman now features a monthly de- 
partment on this subject. It will be 
found in this issue on page 56. 
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NAHB Housing Survey 


Final results from the latest survey 
conducted by the National Association 
of Home Builders among their mem- 
bers estimates that 1957 starts will 
be down 20% from the 1,118,000 homes 
erected in 1956. This would mean 
894,000 houses if the builders guess 
right. Replies to the key question—In 
what ways do you think your own 
1957 building will differ from 1956 ?— 
disclosed these results: 


Percentage 

Unsold houses 

Larger 29 
Materials cost 

Higher 82 Same 16 
Availability of materials 

Better 50 Same 50 
Labor costs 

Higher 88 Same11 
Availability of labor 

Better 50 Same 46 
Land costs 

Higher 85 S 
Sales expense 

Higher 72 Same 27 
Financing 

Tighter 68 Same 25 
Community facilities 

Better 8 Same 59 

* Negligible 


Same 34 Smaller * 
Lower 
Worse 
Lower 
Worse 
Same 13 Lower 
Lower 
Easier 


Worse 34 


(News continued on page 12) 
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HOME BUILDING ACTIVITY RATING * 
EARLY SUMMER OF 1957 


GROUP A** — Very Active 
Albuquerque 
Baton Rouge Jacksenville 
Cincinnati Miami 

El Paso Mok 
GROUP B — Active 

Albany** 

Birmingham 


Hartford 


GROUP C — Average 
Akron 

Allentown 

Baltimore 
Beaumont-Port Arthu 
Bridgeport 


GROUP D — Slow 

Atlanta 

Austin Fort Worth 
Boston Louisville 
Columbus Minneapolis-St. 
Corpus Christi New York 


GROUP E — Very Slow 

Augusta Grand Rapids 
Dayton Kansas City 
Flint Nashville 


Springfield, Mass. 
Tampa - 


Phoenix 

San Bernardinc 
Riverside St. Petersburg 

San Diego 


Los Angele Ro 
Orland San Jose 
Wichita** 


** 
hester 


Indianapolis Pittsburgh 
Knoxville Richmond 
Memphis San Franciscc 
Milwaukee Seattle 


New Orleans 


Oklahoma City 
Portland 
Providence 
Sacrament 
Salt Lake City 
San Antonio 


Shreveport 
Spokane 

Stockton 

Syracuse 
Washington, D. C 


Youngstown 


St. Louis 
Tacoma 
Toledo 


Norfolk 
Philadelphia 
Omeha 


** Areas whose housing starts exceeded last year's volume. 


UONLANLUIONNAMALATOERES ELAS 


Courtesy Housing Securities Inc. 
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READY TO ROLL... 
FACTORY TO DEALER 


= OAK FLOORING 


queue Cee 


‘ { 
peuuu en 


Lockwoo 


a (hoot % .? is delivered DIRECT TO THE DEALER — 
. WY @ : we oR, CHEAPER TO THE DEALER (within trucking 
: area) in Cloud’s own giant vans. This 
delivery service also is faster and more de- 
pendable. Flooring arrives at your ware- 
house in perfect condition. No broken 
bundles. There's a big Cloud truck ready to 
roll... . ready to service your area... right 
now! Try our customized service. 


READY TO SELL... 
SSq._—CDEALER TO BUILDER 


~~ 

OCKWOOD OAK FLOORING 

pe has the features builders oppreciate. It 

saves them important money in laying- 

through-finishing costs. Proof of Cloud qual- 

ity and service is in the fact that Lockwood 

Oak Flooring is not piling up in warehouses, 

ind anandec pu but gets steady sales and ready turnover. 

a soves voluable laying tim : . 

pean lk Gane we sateeite: faping time Why don t you stock Lockwood Oak Floor 

Helps flooring lay up readily FEATURE ing right away and discover for yourself 
final match firm ond squeok-free Soves time positions noil why so good deal for good dealers! 


provides seat for noil head 


CLOUD’S wae 
pattie pam 


COSTS LESS 
QUALITY OAK FLOORING @ ruan 


WIRE US, WRITE US OR PHONE 2-5026 
FOR A QUOTATION ON YOUR REQUIREMENTS FREIGHT! 


CLOUD OAK FLOORING CO.)Eq 


FLOORING 





SINCE 


SPRINGFIELD, MISSOURI _— 
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IF YOU SELL APPLIANCES 
OR KITCHENS... 


read this, 
important | 
message 


tian aascatn 


If you sell only appliances or only cabinets, or only sinks you are missing out on 
one of today’s . . . and tomorrow’s . . . greatest profit opportunities. Actually you 
are in the kitchen business now . . . but you are not getting all you can out of this 
booming business. The trend in kitchens is changing from free-standing units to 
built-ins . . . but you can’t sell built-in appliances unless you also sell cabinets. . . 
and you can’t sell cabinets unless you also sell appliances. To take full advantage 
of this definite trend in kitchens you must be able to offer prospects the full line 
of components. There are plenty of customers now . . . the market is expanding 
every day .. . there’s bigger profit because there’s better pricing and full mark-ups 
. . and trade-ins are virtually non-existent. 


Don’t lose half your profit potential to other dealers . . . expand your present 
business . . . and get a bigger share of the rich, profitable, ever-growing, complete 
kitchen business. 


Here’s practical help that can put you into 
the profitable kitchen business .. . 


Realizing that selling kitchens is not just a matter of handling a few more 
items, Whirlpool Corporation has coordinated its product design, its 
training program, and its selling force so that it can give dealers the most 
comprehensive and practical assistance in the industry. Take full advan- 
tage of this new program now... and you'll profit in the kitchen business. 
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a complete 
training program 


You'll get the benefit of one 

‘of the most comprehensive 
and practical training pro- 
grams available in the indus- 
try today. It has been created 
to meet the special conditions, 
problems, and needs for sell- 
ing kitchens now and in the 
future. It covers every phase 
of kitchen merchandising . . . 
planning kitchens, closing 
sales, installation, advertising 
... everything! 








and ... most important. . . 


new interchangeable cabinet 
fronts ... plus a complete 
line of appliances 





You'll have the very latest . . . and most 
desirable . . . wall and base cabinets . . . be- 
cause these new cabinets have interchangeable 
wooden door and drawer fronts. Your cus- 
tomers can have a choice of Limed Oak, 
Fruitwood, Pink, Yellow or White to mix or 
match... or change as they desire. And, you'll 
find that these cabinets solve many inventory 
and installation problems for you, too. 


You'll sell one of America’s great . . . and 
most-wanted . . . appliance lines. You’ll have 
every appliance needed for the most modern 
kitchen . . . refrigerators, freezers, and an ice 
maker .. . free-standing and built-in ranges, 
and an electronic oven . . . dishwashers, food 
waste disposers, and sinks. . . air conditioners 
and dehumidifiers . . : automatic washers and 
dryers, and a washer-dryer combination . . . 
all design-coordinated to simplify kitchen 
planning and to speed kitchen selling. 


. s a complete 
a selling plan 


You'll have new, tested and proved selling 
helps . . . a full color prospect presentation 
with pull-outs to dramatize “before” and 
“after” kitchen treatments .. . a color 
coordinator with the four basic types of 
kitchens shown in interchangeable colors 
,..athree dimensional kitchen planner... 
a perspective drawing kit with special tem- 
plates for easy sketching . . . a beautiful 
kitchen idea and planning booklet .. . 
and a prospect-pulling complete kitchen 
display program. 


act now... you can’t 


You’ll have the help and wholehearted support of 
people who know the kitchen business. RCA WHIRLPOOL 
distributors and kitchen specialists are experts in 
merchandising. They know how to promote and sell 
at retail. They will work with you, counsel with you, 
guide you, and assist you to get into this rich and 


growing kitchen business. 


afford to delay! 


You can get the jump on competition if you act 
now. The sooner you take advantage of this new 
RCA WHIRLPOOL Kitchen Selling Plan the sooner 
you'll be able to expand your present business. . . and 
make bigger profits in the booming kitchen business. 


Call your distributor right away and get all the details on the new 


ee) Whinlpoot 





KITCHEN SELLING PLAN 


RCA WHIRLPOOL Home Appliances 


Products of WHIRLPOOL CORPORATION St. Joseph, Michigan 


Join up!...it’s easier to sell RCA WHIRLPOOL than sell against it! 
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NEWS & TRENDS 
(begins on page 8) 





LUMBER 
Freight Rate Protest 


The American railroads, who have 
been the target of the lumber industry 
for lack of wide-door cars to accom- 
modate unitized lumber shipments, re- 
ceived another critical barrage last 
month in Atlanta, Ga., when southern 
lumber mills and retailers voiced re- 
sentment over increasing rail freight 
rates from the south. Appeals to state 
and federal agencies are underway. 

In a hearing before the Southern 
Freight Association the lumber repre- 
sentatives said that southern lumber 
producers are at a competitive dis- 
advantage because of the excessive 
rail rates and that if rates were not 
equalized that their tonnage would go 
to truckers. The railroads are losing 
tonnage already but their only action 
has been to increase rates, said the 
lumbermen. It was reported from one 
Chicago commission man that since 
January of this year his deliveries 
have been by truck 10-to-1 over rail 
(15M per truck). 


Lumber Markets 


Tacema—AMill and woods production 
continues to be good with but little 
improvement in the sales situation. 
Weather conditions have been excel- 
lent, which is important as far as log 
reserves are concerned. There have 
been no serious forest fires to date, a 
most important consideration with 
logging operations. Seasonal fire re- 
strictions are in effect in all forest 
areas. These will continue in most 
areas through October. 


San Francisco—The northern Cali- 
fornia lumber market continues to be 
“sluggish” with activities slowed even 
further by holidays, threats of strikes 
in the woods of the Pacific northwest 
and failure of the home building in- 
dustry to snap back to its normal 
pace. 

Sales are behind production, accord- 
ing to industry spokesmen and cur- 
rent buying is concentrated on sup- 
plies for immediate usage “and not 
much of that,” according to one 
wholesaler. 

The market for California redwood, 
slow locally, has been bolstered some- 
what by fair demand from the east. 
Prices, however, have been approxi- 
mating the same level of past weeks. 
Prices across the board for almost all 
species and grades either remain un- 
changed or down slightly. 


Kansas City—Lumber business in 
the southwest slowed to a walk in the 
early part of July and bookings were 
the lowest for any like period in a 
decade with many of the larger oper- 
ators. Most of the industry shut down 
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for the week on account of the Inde- 
pendence day holiday and mills were 
not interested in building up inven- 
tory in light of the apathetic interest 
on the part of retailers. 

Price lists, for the most part, have 
been maintained despite the lack of 
orders, and this was due to several 
factors. For one thing, mills have not 
been able to augment inventories be- 
cause of the extended rainy season 
which did not permit lumber to dry 
and logging operations were curtailed 
because crews could not get into the 
forests. 

Secondly, the small mills are shut- 
ting down because of the high tim- 
ber prices which do not give them 
much of a realization at present 
levels. 


Seattle—July 4 shutdown period 
has come and gone but hoped for bet- 
ter business has not materialized. 
Only bright spot is settlement of the 
British Columbia strike threat July 
5th. It seems unlikely American wood- 
workers will quit work in the face of 
the poor demand. 

Transits are fairly large in number 
but are not selling. Plywood is steady 
at $70 and the industry faces the 
threat of large inventories unless de- 
mand improves. The fir market has 
softened $2 to $3 during the week. 
Timbers can be purchased at lower 
prices. Hemlock is in better position 
than fir. The shingle market is about 
the same with No. 2’s scarce and firm 
in price. No. 3 five X shingles are in 
better demand. 





RETAILING 


NRLDA Show News 


Oertell Collins, 
president, Forest 
City Lumber Co., 

Savannah, Ga., 
will be chairman 
of the dealer at- 
tendance commit- 
tee for the 
NRLDA Building 
Products Exposi- 
tion, November 4-7 at Philadelphia. 
Plans to encourage record dealer at- 
tendance are already underway, ac- 
cording to Collins. 

“It is our mission to convince 
every lumber dealer, regardless of 
size, that for the sake of his business 
future, he can’t afford to miss the 
show at Philadelphia. Our motto is 
—Do Yourself a Favor—Attend the 
NRDLA Exposition.” Collins further 
said that he is confident the 1957 ex- 
position will draw the largest retailer 
attendance in the history of the show. 


BUILDING PRODUCTS 
New Plastic Plank 


Gen-Plank, a new plastic paneling 
has just been announced by the Gen- 
eral American Transportation Corp., 
East Chicago, Ind. The new product 
is 1/32” thick, 8’ long and in 5, 7, and 
9” wide. It is expected to retail for 
about 35¢ to 40¢ a square foot. 

Initially the planks will be available 
in patterns of pickled walnut, and 
pecky cypress, but the company claims 
they can simulate any wood or for 
that matter can produce a leather fin- 
ish. Application is with a brush using 
paste cement. 

The new product has emerged from 
research originally begun two years 
ago for appliance manufacturers look- 
ing for a tough plastic that looked 
like wood. Research was successful but 
in the present competitive market the 
added cost to an appliance using the 
product proved prohibitive. General 
then decided to market it themselves. 
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Materials Exhibit Center 

Comac Los Angeles, one a series of 
showrooms featuring but not selling 
building materials will open in Sep- 
tember at 3700 Wilshire Blvd., Los 
Angeles. Victor M. di Suvero, pres- 
ident, Comac Corporation of America, 
anticipates a national chain of perma- 
nent building material exhibit and in- 
formation centers in all major cities. 


The present Los Angeles showroom 
has 7,000 square feet with expansion 
planned for a total of 20,000 square 
feet. Full-scale exhibits, samples, 
semi-technical literature and prices 
are supplied by the manufacturers who 
subscribe to Comac services. A pilot 
center at San Francisco, in operation 
for over two years, served as a proto- 
type for the Los Angeles showroom. 
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Which plastic pipe 
-and why! 


Important reading for all concerned with getting water from one place to another. 








Why no picture in this ad? 


We could have put some pipe in this ad but it wouldn’t have meant any- 
thing. Reason: because almost all flexible plastic pipe looks alike. Yet 
you know yourself that looks can be mighty deceiving and jobs that go 
wrong can be mighty expensive. Just be sure that the pipe you use is 
made by a reputable manufacturer who has real experience in the field. 








There are dozens of brands of flexible plastic 
pipe on the market— good, bad and indifferent. 
Inferior pipe, often “bargain priced,” can cost 
you plenty in replacement and repair costs — 
and in good will lost. Read the facts below 
about Supplex—and bear them in mind next 
time you’re in the market. 


WHO makes it? Supplex pipe combines the 
experience and integrity of two of the industry’s 
greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 
techniques in production and quality control. 


WHAT about use for drinking water? 


Supplex Plastic Pipe bearing the NSF Seal is certi- 


fied safe for drinking water by National San- 
itation Foundation, Ann Arbor, Michigan. 


Supplex Pl 


WHERE do I use it? For wells and farm water 
systems. For construction job water lines, industrial 
piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


HOW does it come? Six diameters — each in 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember: American Hard 
Rubber Company also makes 8 other types of 
plastic pipe! 


WHICH fittings and clamps? Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 


WHEN don’t I use it? We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125° F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 


astic Pipe 


Supplex Company, Division of American Hard Rubber iii 


335 Broadway, New York 13, N. Y. 
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America s Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 
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CALKING 
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Now shipped in 12-pack or 24- | 0 


pack, M-D Speed Loads are 
available in Off-White or White 


nozzle shipped unless specified. 


Federal 
Specifications 


or more. Remember to order in 
TTC-598 (Grade 1) 


Seals crack? |. multiples of 12 or 24. 
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CG-4 SPEED LOADER CG-3 STANDARD 
GUN \ GUN 


A sturdy, light weight gun that Barrel-type gun for bulk use or 
works easily with all cartridge with loads. Furnished with ¥% 
loads, nozzle, 


MACKLANBURG-DUNCAN CO. 


P.O.BOX 1197 @® OKLAHOMA CITY 1, OKLA. 








AN (Aun CALKING COMPOUND 
in Bulk—Knife or Gun Grade 


Off-White Color available in knife 
or gun grade. Pure White Color 
available in gun grade only. Off- 
White shipped unless White spec- 
ified. Gun Grade meets Federal 
Specifications No. TT-C-598 
(Grade 1). Available in 2 pt., pt 
qt., gallon, 5 gal. and 55 gals. 


= Glaze GLAZING COMPOUND 


Always stays ‘‘PUT”’ 
Here's the perfect material for 
glazing wood or metal sash, re- 
placing putty, setting plumbing, 
filling cracks, boatwork of all kinds. 
Vau-Glaze Clean to handle, easy to use. Will 


a not dry out, harden, crack or peel. 


Available in ¥ pt., pt., qt. cans; 


25, 50, 100, 880 Ib. drums. 
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HAND SQUEEZE TUBES 


for small jobs 

No gun needed. Simply remove 
cap from built-in nozzle, fasten 
key over crimped end, turn 
key and start calking. 
Here's a fast-moving item 
for over-the-counter sales. 
Packed 12 tubes in a 
handsome ‘‘Silent Sales- 

n"' display carton that 
can be quickly set up on 
your counter. 


NuPhal PLASTIC ASPHALT CEMENT 


for all jobs! 


Ideal for sticking down asphalt 
shingles and floor tiles . . . for 
use on roofs, chimneys, flashings. 
Packed 10 loads to a carton... 
with or without plastic nozzle. 
Shipped without nozzle unless 
specified. Also available in 2 2 
and 10 Ib. cans; 50 Ib. pails; 
550 Ib. drums. 

















MARLITE PANELS 4’ WIDTHS, LENGTHS TO 8’ 
MARLITE BLOCK 16” x 16” 
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for any room 
new or remodeled 


Dimensioned for standard modular 
sizes, Marlite plastic-finished 
paneling fits right, looks right, 
goes up fast with minimum 
“in place” costs, That’s why you'll 
make more money with Marlite 
. . . because you can recommend 
it with confidence for any 
residential or non-residential 
interior, There’s a color, pattern, 
and size that’s “just right” for 
any job specification. Cash in on 
Marlite’s business-building 
opportunities. Tie in Marlite 
with your O.H.I. program for 
bigger paneling profits. Call your 
Marlite representative or wholesaler 
now—or write Marlite Division 
of Masonite Corporation 

ae dates Dept. 841, Dover, Ohio. 


moet 
* Guaranteed by 
Good Housekeeping 


#0) * 
Tae M ] i t , 


plastic-finished paneling 


MARLITE KORELOCK 24” x 48”, 24” x 96” 


RESEARCH 


MARLITE PLANK 16" x 8’ 
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Recommend wood windows— 


newer 
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Outstanding name brands—priced competitively —with a 
fair margin of profit—keep good dealers in business. 
e The best windows are wood windows 
The best wood windows are removable 
R:O-W High-Lite windows are designed for today 
Selected lumber—carefully milled—tovxic treated 
Styles and sizes for every residential need 
Easy operation—exclusive spring pressure seal 
e Lifetime construction at top value 
Build lasting customer satisfaction. Specify MODERN 
units, R-O'‘W HIGH-LITE removable gliding windows. 


ReOeW SALES COMPANY ~ 1346 ACADEMY + FERNDALE 20, MICHIGAN 
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Stock a supply of these free folders 
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S YOU KNOw, farmers and ranchers 
A are showing more and more 
interest in low-cost structures built 
with pressure-creosoted materials. 
To help you to capitalize on this 
interest, United States Steel has pre- 
pared the folder displayed here. 


lilustrations 

This folder contains drawings of 
pressure-creosoted farm and ranch 
structures such as range shelters, 
pole barns, poultry houses, box silos 
and other units. It explains the many 
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advantages and economies to be 
gained by using pressure-creosoted 
poles, posts and lumber. 


Pole-Type Construction 

Special attention is paid to the pop- 
ular pole-type method of construc- 
tion. In fact, the folder shows step- 
by-step construction details of a 
typical pole-type building that can 
be erected by ordinary farm labor. 


Lumber Available 
The folder tells people that you can 
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supply them with whatever pressure- 
creosoted lumber is needed for the 
structures they have in mind. 


Two-Way Sales Tool 

Stock a supply of these free folders 
and you'll have a two-way sales tool 
on hand. First, you can imprint your 
name and address on the folders and 
mail them to prospects. Second, you 
can stimulate further 
pressure-creosoted structures by giv- 
ing away folders at your place of 
business. 


UNITED 


interest in 





STATES 


and sell more pressure-creosoted wood! 


















———SEND FOR FREE FOLDERS ——-~ 


Agricultural Extension, Room 2831 
United States Steel 

525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Please send me free folders titled 
“Build and Save” 


STEEL 
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Home owners visiting dealer show- That’s why we say TENEX sells on sight 
rooms have been admiring the richly tex- and sells in volume. More importantly— build- 
tured beauty of TENEX. But wait until ing material dealers everywhere are saying it too. 
they see it installed. Each color in paint or TENEX, the new wood wafer paneling is 
stain that your customers apply gives available in 4’ x 8’ and 4’ x 16’ sheets 14” thick. 
TENEX’s wood-mosaic surface an amaz- Ask Packy for literature and free sample ‘y 
ingly different character and beauty. Rooms of TENEX. P.O. Box 1452, 
take on new individuality—a new luxury Spokane, Washington. ® 


look at low cost. Phone Rlverside 7-3011. 
sells on 
= 
sight 


£@ 


handsome waferwood 
textured panel 


QuALITIZED 
LUMBER, LATH, 
TENEX WAFER 
PANELS & OTHER 
SPECIAL PRODUCTS 


TREE FARM 
PRODUCTS 


Engelmann Spruce 
White Fir, Larch, 
Douglas Fir, 

Idaho White Pine, 
Inland Red Cedar, 
Ponderosa Pine, 
Lodgepole Pine 


Member: National-American Wholesale Lumber Association _ 


TENEX 
was cut into 
decorative 
diamond shapes 
for this study area 
wall. Designed by 
the distinguished 
architect, 


Henry Hill A.I.A, 








ber Association . 


Member: National-American Wholesale Lu: 
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CHOOSE CURTIS 
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For @00r and entrance beauty... variety 
CHOOSE CURTIS Corns] 


Now there’s an easier way 


to sell windows and doors... 


Quickly andeasily, thesenew Curtis window 
and door selector charts solve two major 
problems for Curtis Woodwork dealers. 


FIRST, combined with floor samples, 
they solve the problem of display. Here, in 
visual form—easily seen, quickly recog- 
nized —are most of the major styles, types 
and arrangements of Curtis windows and 
doors. Customers can see at a glance what 
is available. They can quickly choose the 
windows and doors they like and those 
which are best suited to their needs. What’s 


more, they have a wider area of choice—for 
Curtis has the most extensive door and 
window line available today. 
SECOND, these Curtis selector charts 
speed and simplify the dealer’s work. Win- 
dow combinations and doors on the charts 
are numbered. When the customer states 
his choice, the salesman refers to a con- 
venient price and size book. The whole 
process is quick and easy. No time-con- 
suming search through a catalog...no con- 
fusion or delay. 


NOW TAKE A CLOSE-UP LOOK 


for new merchandising ideas, look to 
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For Windows that give your home a personality Curns 
CHOOSE CURTIS coed 








EASIER WINDOW SELECTION —This Curtis window selector 
shows the many types and arrangements of Curtis Silentite and Style-Trend 
wood windows. There is a size and type for every style of house...prices that 
fit every building budget. Attractive illustrations show how the windows look 
when installed. Every type of window shown is beautifully designed —and all 
are top Curtis quality...all guaranteed by Curtis. What easier, quicker 
method could you use to sell windows? Think of the time it saves! 


For new merchandising ideas, look to... 
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For door and entrance beauty...variety 


CHOOSE CURTIS CurniS 


EXTERIOR FLUSH 


C10 ose paren) a co = <s os ose 
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EXTERIOR PANEL 


Wherever your chowe of these widely vored Cum entrances ond 
Con be sure of good teste in demgn beevty thot keeps 
gh the years ond, above all, the built-in quality thet 

fine motenots ond gve-enteed crotmanshep Corns 
W108 end prices 
OTHER CURTIS MOOOWORR PROBUCTS 


nan Cabinet + Mantahs © Samirwarh + Chane Cones © Trim + She 


DOOR SELECTION MADE EASY~—Panel doors...flush doors 
...Dutch doors...louvre doors...entrance and service doors...special doors 
for various tastes and needs. All are shown on this comprehensive Curtis 
door selector chart that makes selection quick and selling easy. This chart is 
another reason why it pays to be a Curtis Woodwork dealer. Why not join 
the big Curtis dealer organization—and get the abundant selling help which 
Curtis offers? We have dozens of other effective sales helps, too. Write us! 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 


Clinton, lowa ¢ Wausau, Wis. ¢ Chicago, Ill. ¢ Sioux City, lowa « Lincoln, Nebr. 
Minneapolis, Minn. « New London, Wis. « Oconto, Wis. « Scranton, Pa. « Charlotte, N.C. 


TITE 


Insulated “wh ndow 





CURTIS 
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“EVERYTHING HINGES ON HACER /.’ 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Customers 
fall in line, too 
... If you sell 
the right ones! 


The Saturday Evening 


POST 


A CURTIS MAGAZINE 


BUILDING PRODUCTS MERCHANDISER 


Sells the POST 
-the mass market of active influence 


Most dealers can name a lot of 
key customers. They re the people 
who set the living trends and buying 
habits. They influence the others 
around them. That’s why they’re so 
highly prized as customers. 

National advertisers have been 
trying to woo and win these same 
people for you for years. But, until 
now, nobody knew for sure how to 
influence a large concentration of 
them in every community. 

Now, researcher Alfred Politz has 
discovered how these INFLI ENTIALS 


can be reached through one maga- 


zine. His recent study shows that 
readers recommend or talk about 


things they see in the Post to other 





millions around them. 

These POST-INFLUENTIALS make up 
a huge market. There are thousands 
of them in every sales territory. 
They’re helping you sell Post-adver- 
tised products . .. by word of mouth 
and by example. Are you helping 
yourself to more profits by featuring 


the brands they’re pushing for you? 


INFLUENTIAL 
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From all indications, this fall will set new sales records for 
pressure-creosoted poles, posts and lumber. Here’s why: 





1. BOOMING REPLACEMENT MARKET 


Fall is traditionally the biggest season of the 

year for improvements around the farm—for 

putting up new fences, new buildings. Thanks 

to Barrett’s continuing promotions and adver- 

tising to farmers, this vast market is already 

pre-sold on the many advantages of wood prod- 

ucts pressure-treated with Barrett Coal-Tar en ee 
Creosote. 


2. BOOMING NEW MARKETS 


The hottest things in farm construction today 
are low-cost, easy-to-build pole-type barns, sheds, 
cribs—and low-cost, work-saving bunker silos. 
They are boosting the demand for pressure- 
creosoted products to new heights... again 
spurred on by informative Barrett advertising 
and special promotions. 





More business is heading your way... don’t 
lose sales just because your stocks of pressure- 
creosoted products aren’t complete. Get the 
coupon below in the mail today. We’ll tell you 
where you can get the poles, posts and lumber 
you'll need in stock—pressure-treated with de- 
pendable Barrett Creosote. And we’ll send you 
samples of the free farmer booklets we’ve pre- 
pared for distribution on fences, pole-type build- 
ings and bunker silos—as well as a 16-page 
booklet that will answer all your questions on 
the advantages of pressure-creosoted wood. 





aie 


t 
= 


fg. —: DONT ~DELAY—MAIL TODAY! 


j BARRETT DIVISION, DEPT. 66H-5 iy 
Allied Chemical & Dye Corp., 40 Rector St., New York 6, N. Y. 


Please tell me where I can get the best pressure-creosoted poles, posts and 
i lumber. . . and send me your free literature on fences, pole-type buildings, bunker 


silos and the advantages of using pressure-creosoted products. 
OVER 100 YEARS OF LEADERSHIP 4 


q NAME 


ADDRESS. 








CITY. STATE. 
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MODEL HOME styled to Women's Con- 


Good news — anda warning 


hile some segments of the home 

building industry are distin- 

guishing themselves by 
screaming for more government funds 
to prop housing sales, it is our pleas- 
ure to report that lumber and build- 
ing material dealers are taking the 
offensive in a much more effective 
fashion: 

e Dealers are building “Women’s 
Congress” and Lu-Re-Co model homes 
and are entering into the land sub- 
division business everywhere. Some- 
times the dealer is building for him- 
self—but in most cases he is develop- 
ing land and erecting promotional 
homes on behalf of local contractors. 

e Dealers are likewise distinguish- 
ing themselves with magnificent new 
showrooms such as the 20,000 square 
foot Maryland supermart shown in 
the June 24th American Lumberman 
and the 20,000 square foot Ohio retail 
showroom pictured and described in 
our July 8th issue. 

In an industry which needs stabil- 
ization more than anything else the 
firming influence of the lumber and 
building material dealer is the most 
important element in home building 
today. 

When the chips are down the dealer 
does not close shop, as does the specu- 


Building dealers on the move 


and built by 


Grayson Lumber Co., 


EDITORIAL 


lative builder. Rather, as we witness 
today, he keeps the industry afloat 
with increasingly vigorous merchan- 
dising of both new home building and 
remodeling. We feel regrets for those 
building material manufacturers who 
depend entirely on the up and down 
speculative builder! 

But the moral for today is not for 
manufacturers, but for dealers! Now 
that you are getting the upper hand 
in the building industry again, why 
relinquish it when home _ building 
booms again? You let many specu- 
lators come in after World War II and 
by-pass your distribution channels; 
are you going to let them do it again? 

3v employing the same aggressive 
tactics which vou are now so effec- 
tively applying in panel construction, 
land development, home improvement 
“package selling” and supermart 
stores vou can insure yourself against 
profitless prosperity when home build- 
ing turns up sharply. 

In other words, be vour contractors’ 
best customer. Let the builder be a 
builder — you use your new-found 
merchandising ability and showroom 
facilities to do the selling job for him. 
Do not just be a lumber and building 
material dealer, but become a “build- 
ing dealer.” 


DEMONSTRATION HOME goes up during 


gress design sponsored by Eyre Lumber 
Co., Midland, Mich. Sub-contractors as- 
sisted dealer in opening of home. Adver- 
tising campaign started 3 months prior to 
opening. See page 57 this issue, 
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Birmingham, Ala., who now have five sub- 
divisions underway. Dealer provides plan- 
ning aid, financing service for contractors 
who build on Grayson Lumber Co. land. 
See page 30 this issue, 


weekend sponsored by Ridge Lumber Co., 
Gary, Ind. Dealer's Lu-Re-Co manager, 
Bob Carlson (at microphone) was master 
of ceremonies for public demonstration. 
See page 57 this issue. 
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Make extra profits with 
all 3 Bruce PREfinished Floors 


Use the style and variety of these distinctive Bruce floors 
to build your hardwood flooring volume and profits. 

All three have special appeal for builders, floor layers 
and home owners. Bruce Block is smartly modern. Ranch 
Plank radiates warmth and informality with its walnut 
pegs, medium dark finish. And PREfinished Strip is the 
popular favorite for any room of any home. 

These modern solid oak floors are extra-profitable for 
you because you make a profit on the finish as well as 
on the flooring. 

Stock and sell Bruce PREfinished Floors. Mail coupon 


today for complete information. 


Bruce PREfinished 


HARDWOOD FLOORS 


Extra beautiful, 
extra durable! 


The famous Bruce factory 
finish eliminates expensive, 
time-consuming sanding 
and finishing on the job. 
Bruce PREfinished Floors 
are easy to stock and 
handle and are laid by 
blind nailing—just like 

any other wood flooring. 


Mail for complete information 


BRUCE E. L. BRUCE CO. 
wy 1460 Thomas St., Memphis 1, Tenn, 


Send complete data on Bruce PREfinished Floors, 


Name 


Address 





Special Report from 
BIRMINGHAM, ALA. 


The 
Big 
Change , 


Faced with deteriorat- 
ing profits as a result of 
by-passing by tract build- 
ers, four leading retail 
building material mer- 
chants in Birmingham, 
Ala., took steps, which are 
now resulting in closer 
control of their markets 
and/or developments of 
relatively new markets. 

On the following pages 
you see how these dealers 
in the same city are active- 
ly engaged in: 

(1) Home planning and 
land development. 


(2) Major remodeling 
packages as well as home 
repair business. 


(3) Pickup retail busi- 
ness from do-it-yourself 
supermart. 


These reports crystallize 
the important markets 
available in any commu- 
nity for dealers. While the 
techniques employed by 
these dealers are not en- 
tirely new, they are excel- 
lent examples of what the 
most alert dealers are do- 
ing today to bring back 
adequate sales and profits, 

The reports are partic- 
ularly significant because 
Birmingham is a true met- 
ropolitan area — typical 
of the big-volume markets 
where the problems of by- 
passing have been most 
acute and the opportuni- 
ties for retail pickup or 
do-it-yourself store trade 
has been most consistently 
underdeveloped. 

—- The Editors. 
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JAMES GRAYSON (left above) and a Grayson real estate salesman await visitors on 
porch of Women's Congress model home in Grayson's Roebuck Gardens subdivision. 
These homes sold for $17,500; $19,400; and $21,300. 


CASE NUMBER 1 


Grayson Lumber Co. 


Land Development Puts 
Dealer in Control 


Builders and contractors look to dealer for leadership and aid. 


Grayson Lumber Co., Birming- 
ham, which now has five different 
subdivisions under its control, 
chalked up another local “first” 
this year when three Women’s Con- 
gress homes were erected in the 
dealer’s Roebuck Gardens develop- 
ment. 

Backed by promotional fanfare 
in newspapers and radio, the Wom- 
en’s Congress homes, which are 
duplicates of the homes originally 
sponsored by the NRLDA, were 
toured by more than 3,000 persons 
during the first week. After that, 
more than 200 visiters toured the 
homes until sold by Grayson real 
estate salesmen who were located 
at the sites. 

For consumers, builders. In the 
current trend toward dealer con- 


trol of building Grayson Lumber is 
one of the industry’s leaders. The 
company has been developing its 
sales method over a 15-year period. 
For the past two years the program 
of land development has resulted 
in the sale of more than 300 homes 
with most of the erection work by 
Birmingham contractors. 

The house-seeker usually will 
buy a lot in a Grayson subdivision, 
then the dealer’s design depart- 
ment will create a customized 
home. Grayson allots a 15% dis- 
count in lot prices if the customer 
purchases the house package 
through the lumber company and 
also rebates the drafting charge of 
745¢ per square foot when the full 
materials package is sold. About 
50% of the houses built in the sub- 
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SALES MEETING of Grayson Lumber Co. includes (I. to r.) 
Jerry Roda; Eugene Doughtry; W. C. Manney; Tommy Dix; John 
Shoemaker; E. W. Abbott; Harold Voce; Charlie Streetman; 


divisions are sold in this way. 

Prospects also have a choice of 
buying a speculative house in the 
subdivisions erected by local con- 
tractors. The lumber dealer ad- 
vances construction money to the 
builder and further obtains mort- 
gage money using FHA and VA 
insured mortgages when available. 

Dozens of Birmingham contrac- 
tors have participated in this 
Grayson Lumber program. 

“Our aim is to keep our specu- 
lative houses balanced between 
low-cost, middle-price and high- 
priced units,” said general man- 
ager James Grayson. ‘Likewise, we 
want a healthy split between cus- 
tom-designed and speculative 
houses. In this way, no matter 
what the current mortgage situa- 
tion, we can keep business flow- 
ing.” 

Currently the dealer’s home 
planning department develops 
about 75 to 100 homes a year for 
contractors or individuals. 

Grayson also maintains a home 
improvement foreman who han- 
dles modernization business. The 
biggest problem holding back fur- 
ther activity here is the lack of 
responsible labor. 

Outside sales staff. In addition 
to subdivision house salesmen, 
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James Grayson. 





John McGukin; E. E. Willis; Dwight Satterwhite: Jack Carr and 








SEVEN-YEAR-OLD ready-mix plant is now a major concrete 


producer for the metropolitan Birmingham area. 


Grayson Lumber has 15 men con- 
cerned with sales of big-ticket 
packages and volume business with 
builders and/or consumers. One 
salesman produced a record $416,- 
287 in business during a single 
year. Each salesman has a sales 
goal which is recorded in the com- 
pany’s salesroom. Frequent sales 
meetings are staged for all per- 
sonnel. 

Ready-mix. To round out the 
complete building material service, 





Grayson installed a ready-mix con- 
crete plant in 1950. The company 
now has 12 transit-mix trucks. In 
May of this year the company 
poured about 5,500 cubic yards of 
concrete—a company record. Cur- 
rent improvements include a new 
sand bin and installation of a 
truck-radio ‘communications sys- 
tem. About 100 people are em- 
ployed in Grayson’s over-all yard 
operations, which include a South- 
ern Pine plant. 
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The Big Change 





CASE NUMBER 2 


Seale Lumber Co. 











ROOF APPLICATORS from Seale Lumber 
Co. This market is big and profitable if 
you can control application, says dealer. 


39-house project completely sold before finished . . . 


s typi 


«— N 


Now developing 130-acre site . . . 


Seale Lumber Becomes a Builder-Dealer 


Complete packages includes subdivision homes, custom 


building and remodeling jobs from this leading merchant. 


“T do not see how a lumber 
dealer can make a profit today un- 
less he has started to control the 
sale as taught by Art Hood and 
American Lumberman,” said Bed- 
ford Seale, president, Seale Lum- 
ber Co. 

“Our planning and building de- 
partment for custom designed 


KEY MEN in home planning and drafting 
services of Seale Lumber Co., Birmingham, 
are Mr. Tillery (left, above) and Mr. 
Roper, shown in main planning office of 
lumber company in suburban Ensley, Ala. 
Salesmen provide complete design and 
financing service for consumers as well as 
for contractors. 
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homes, headed by Mr. Tillery and 
Mr. Roper, has been singularly 
successful for many years both for 
new home packages and for major 
modernization jobs. Now we go 
even further since we have our 
own crews for remodeling and 
roofing application and our own 
land development program,” Seale 
said. 


Sell-out project. Under the su- 
pervision of Forrest Seale, the first 
major subdivision of the Drexel 
Hills Land Co., a division of Seale 
Lumber, was a 15-acre tract in 
Cahaba Heights composed of 39 
homes in $12,000-$13,000 class. 
The project was completely sold 
last spring before completion of 
the homes. 

“We first ventured into develop- 
ment work back in 1948 and 1949, 
but the Cahaba Heights project 
was the first subdivision through 
our new separate Drexel Hills 
company,” explained Seale. 

Now the company is well under- 
way developing a 130-acre site. 
Some homes, including one Wom- 
en’s Congress design, will be erect- 
ed on speculation by the lumber 


dealer. Independent builders will 
also be active in the subdivision, 
purchasing most of their materials 
from Seale. Where individuals de- 
sire custom designs, Seale’s plan- 
ning department will be used. 
“This is the complete flexibility in 
home buying which buyers want 
and deserve,” said Seale. 

“We lumber dealers let project 
builders take away a good deal of 
our business because after World 
War II we did not get fully into 
controlling the sale of land for 
projects,” Seale added. “We don’t 
plan to let this happen again.” 


Roofing crews. Problems of 
subcontracting roofing and siding 
applications were so bad last year 
(due to faulty labor which result- 
ed in complaints to the dealer), 
Seale decided to set up his own 
roofing and siding crews. 

“We simply called in our remod- 
eling contractors and told them 
the situation. There was only one 
complaint. We still get business 
from the independent contractors 
and we still develop business for 
them.” 

About a dozen home builders are 
served by the Seale company in 
addition to their own building pro- 
gram. About 75 homes a year are 
designed by the Seale planning de- 
partment. 
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This is the 
multiplying 
)-key 








“et 


add, subtract, and now— 


* i 
\ Only Friden offers 
™ this NATURAL WAY to 


* 
@ Patented Natural Way keyboard 
rests working fingers in action 
@ Visible Check window shows each 


item before it is printed or added 


multiply too! 


@ Rapid multiplication with auto- 
matic step-over of multiplicand 


(Friden Model ABY) 


You'll see when you touch it— Friden model ABY is far 


advanced over all other machines at or near its price! A 
complete adding-multiplying machine no office can afford ad 
to be without. Plainly labeled control keys give direct 
“live” response. Totals and sub-totals obtained instantly 
with no extra strokes. Direct credit balance or minus 
total. Clear signal prints automatically. All negative 


amounts printed in red. Simplified ribbon and paper 


change. Ask your nearby Friden Man to show you Natural brings you an automatic office 


Way adding soon! Commercial Controls Corporation, Rochester, N.Y., Subsidiary 


©Friden Calculating Machine Co., Inc., San Leandro, California—sales, instruction, service throughout U.S. and world, 
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The Big Change 








CASE NUMBER 3 


Mazer Lumber Co. 








KITCHEN CENTER REMODELING CREW at 


| 
va 


WOOD AND METAL MODELS integrated 
into Kitchen Center display at Mazer Lum- 
ber Co., Birmingham, Ala. Mazer inspects 
blueprint, left, while Kitchen Center man- 
ager Steve Clifton explains cabinetry, 
right above. 


"Kitchen Center'' Becomes 


Lumber Dealer Division 


Both parties benefit from lumberyard tie-up with ex- 


perienced kitchen specialist in Birmingham. 


typical installation in Birmingham suburban 


area. Specialist Clifton makes daily checks on work progress. 
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The combined talents and re- 
sources of an experienced kitchen 
specialist, Steve Clifton, and an 
established retail building mate- 
rial company, Mazer Lumber & 
Supply, has resulted in kitchen re- 
modeling crews working overtime 
ever since the opening newspaper 
ads announced the Kitchen Center. 


Mutual benefits. By making the 
kitchen center a separate division, 
Mazer Lumber can properly tab its 
success. Formerly, the lumber com- 
pany sold cabinets only to contrac- 
tors; this business is still cultivat- 
ed, but now Mazer sells appliances 
and a wide array of materials and 
specialties to consumers through 
its Kitchen Center division. Be- 
cause of Steve Clifton’s emphasis 
on quality installations, he has 
moved hardwood paneling and 
other specialties for Mazer which 
have literally expanded the lumber 
dealer’s product lines. In addition, 

(continued on page 36) 
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Cantor and Goldman express 
their pride in the eye-pleasing 
effect achieved by 


FLINTKOTE 
Thikbut Shingles 


and 


FLINTKOTE 
Asbestos Siding 


that helped make Fleetwood Park a 


500 unit sellout 
in 5 months 


‘‘We give credit to the architects and designers, 
of course; but what people see is the Flintkote 
roofing and siding that set off the lines of the 
good looking ranch and two-story and split 
level houses—that make Fleetwood Park the 
commercial success it is today.” 

Those words of praise from Saul Cantor and 
Paul Goldman, the builders, carry a message 
to you...and to every builder, contractor and 
dealer who is aware of the importance of clear- 
through quality, a wide color range in popular 
tints and the outstanding beauty that wins 
plaudits from everybody. 

You'll find buyers recognize FLINTKOTE 
quality and appreciate FLINTKOTE beauty. It 
pays to promote FLINTKOTE products, as 
featured in ‘‘BEST in the HOUSE” in Good 
Housekeeping. 

Phone your FLINTKOTE supplier and have 
him show you the FLINTKOTE promotional 
material that helps influence prospects for 
your properties. 


THE FLINTKOTE COMPANY, BUILDING MATERIALS DIVISION 
30 Rockefeller Plaza New York 20, N. Y. 
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FLINTKOTE Thikbut 12” Strips go on in jigtime. The interesting colors 
harmonize with and set off the FLINTKOTE Asbestos Siding on houses 
in this fast-selling New Jersey development. 


FLINTKOTE Asbestos Siding with Dura-Shield—Silicone finish provides 
“color interest’’ and a lifetime of protection against water and fire. The 
water repellent Dura-Shield silicone treatment sheds moisture like a leaf. 


9 FLINTKOT 


(est) 


1» Style aud Color Leadon since 1901 
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‘> Guaranteed by > 
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TRANSIT-MIX 


with separate 





cement scale 


Interested in a low- 
cost entry into the com- 
mercial ready-mix field? 
Or, if you’re planning to 
modernize or expand ex- 
sisting facilities, it will 
pay you to look into the 
low price and high qual- 
ity of this new Johnson 
Econoplant. All-welded 
55-cubic yard bin has 3 
aggregate compartments 
(total 45 cu. yds.) and a 70-barrel 
cement compartment complete with 
low-pressure aeration system. 180- 
bbl.-per-hour cement bucket ele- 
vator has 3 h.p. gearmotor with 
roller-chain drive, and boot hop- 
per for bulk or bag cement. 


Meets rigid specifications 

One of the big plus values of this 
Econoplant is separate weighing 
of cement to comply with exacting 
requirements for specification con- 
crete. Included in the low price 
is Johnson’s 3 cubic yard Concentric 
aggregate-cement batcher, manu- 
ally-operated. It weighs the cement 
on an imdependent scale, separate 
from aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates. This mini- 
mizes dusting, and pre-mixes all 
materials. 


Econoplant is. fdeal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 3012 feet. Where desired, it 


(Koehring Subsidiary) 
BATCHERS « 


CONCRETE PLANTS « BINS « 
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Econoplant is ready to start producing in 
minimum time upon arrival. All-welded bin, 
self-contained batcher unit, easy field as- 
sembly of other structures simplify instal- 
lation. Maximum erection lift, about 5 tons. 





can be equipped with belt conveyor, 
open-inclined or vertical-enclosed 
bucket elevator for aggregates, at 
additional cost — also auxiliary 
storage silo, and undertrack screw 
conveyor system for cement. 


Other optional accessories: bin sig- 
nals, water batcher, water meter 
— and weather-proof electric con- 
trol panel for all plant motors (a 
package unit, requiring only simple 
field wiring). Want more facts? 
See your Johnson distributor right 
away — or mail coupon today. 


eeeoeoeveveveeev ee eee eee 
c.s. JOHNSON company 
CHAMPAIGN, ILL. 
new Econoplant 


Send us literature on 


NAME 





TITLE 





COMPANY. 





STREET 





CITY, STATE 





AlOBWAL 


ELEVATORS «+ SHLOS ¢ BUCKETS 








KITCHEN CENTER 
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through the Kitchen Center adver- 
tising, the Mazer name is becom- 
ing well known to all Birmingham 
homeowners. 

With eight years’ experience in 
kitchen work, Clifton assumes full 
management of the Kitchen Center 
including labor supervision and 
advertising. He draws commis- 
sions on all materials and appli- 
ance sales plus other management 
incentives. He has the full use of 
the Mazer Lumber quarters. When 
he is on house calls (which is fre- 
quently), Mazer Lumber employes 
process Kitchen Center inquiries. 


Deluxe jobs. Clifton emphasizes 
that the best profits and potential 
are deluxe installations in larger, 
older homes . . . packages in the 
$2,000 category. His two model 
kitchen displays stress top-grade 
cabinets and appliances. 

“I feel that there is more need 
for quality kitchens in a city such 
as Birmingham,” says Clifton. He 
warns, however, that for deluxe in- 
stallations you cannot depend upon 
ordinary building mechanics and 
carpenters; top-caliber cabinet 
men are needed to insure work- 
manship commensurate with the 
quality products and materials. 

Clifton figures that an experi- 
enced specialist can draw $80,000 
worth of kitchen business annual- 
ly. Obtaining salespeople who 
know design and estimating and 
are willing to make evening calls 
is the toughest management job if 
a specialist wants to expand, says 
Clifton. 





Mazer Introduces... 
The Newest Idea In Kitchen Planning 


MONTEREY 
Oo Ye ungloun Khilehens 


SEE IT TODAY! 
We Will Be Open Today, 2 to 9 P.M. 


(FOR DISPLAY ONLY) 


women barked by pron of eapertence and 
Tour owe desires Sew the tengest diapheys of 


a 
(Dttomadag Aether | 


THE COMPLETE MONTEREY 
KITOHEN ENSEMBLE INCLUDES 
rr Cebne vat 











3-COL. AD introducing new 
cabinet line on display at Mazer 
Lumber & Supply's Kitchen Cen- 
ter. 


August 5, 1957, AMERICAN LUMBERMAN AND 





oD S7, 
£¢ 
¢ 


ESTABLISHED 


LS* A 


ARDENED \ 


A. W. Cut Nails drive fast and stay in, 
give that extra holding power (195 to 263 
pounds) that means fewer nails and less 
re-nailing. Cut from tough nail plate, they 
come in sizes from 2d to 100d and in many 
types. Hardened, they’re the toughest 
nails for tough jobs—are even used to pene- 
trate building blocks. Sold in 100 lb. kegs. 


Write for booklet CN-S75 


*Recommended by the Maple Flooring Manu- 
facturers’ Association and National Oak Flooring 
Manufacturers’ Association—approved by the 
National Safety Council for all principal nailing 


points on wood scaffolds. 
Slate or metal roof 
covering nailing 


Product of 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pennsylvania 


Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate « A.W. SUPER-DIAMOND 
Floor Plate + Plates * Sheets * Strip * (Alloy and Special Grades) 
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The Big Change 





CASE NUMBER 4 
Wood Lumber Co. 
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PRECUT LUMBER IN STORE was pioneered by Wood's. Fixtures above hold pre- 
cut lengths up to five feet. Longer lengths are in retail bins in separate shed 


adjacent to hardware store. 


PR LUMBER c INFORMATION "= time 


MAIN SALES COUNTER is center of contractor and carpenter 
sales. These salesmen also serve store trade. 
tomers pay separate cashier located at left of counter, above. 


Self-service cus- must merchandise 


POWER TOOLS are among the key lines which a retail store 
strongly, according to Wood Lumber Co. 


Dealer sells more power equipment of one major manufacturer 


than any other southern outlet. 


Do-It-Yourself Dollar Appeals to Wood 


One-stop handyman mart enables homeowners to select 


precut lumber and building materials together with hard- 


ware, tools and fix-up merchandise of all kinds. 


Carving a different but equally 
important niche in the Birmingham 
building material and hardware 
market is the Wood Lumber Co. 
This firm’s pioneer do-it-yourself 
supermart opened two years ago 
with the first known inventory of 
precut lumber for handyman pick- 
up from store and “selling shed.” 
Also one of the largest hardware 
stocks in the south. 


“Our aim is to control the handy- 
man trade by virtue of wide va- 
riety of one-stop merchandise, in- 
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cluding full assortment of power 
tools, so that we literally have a 
do-it-yourself department store,” 
said Allen K. Wood, president. 
The Wood yard is one of the old- 
est in the city. He operates his do- 
it-yourself center across the street 
from his wholesale lumber and 
material quarters. 

The task of converting home- 
owners to do-it-yourselfers in the 
south, whose citizens are not as 
prone to week-end handyman work 
as those in the north, has proved 


to be a stickler. But progress is 
being made, says Wood. 

During the first year and a half, 
the novelty of the store boomed 
sales in all departments. Then, 
sales began to fall off. At this 
point president Wood sought out 
W. B. Campbell, a merchandising 
expert formerly with Kresge Co. 
and the famous Patterson Hard- 
ware Co., New York City. 

Campbell brought to Wood a 
necessary ingredient for a lumber 
dealer entering the store business 

experienced management in the 
field of small-ticket consumer store 
selling. 

More ads. Campbell immediate- 
ly established a program to give 

(continued on page 40) 
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REYNOLDS Jim? ALUMINUM 


FARM ROOFING AND SIDING, 


4 FT. ACTUAL COVERAGE 






Here’s the roofing sheet that will dominate the farm 
market. It’s Reynolds Lifetime Aluminum “ALL 
PURPOSE?” roofing...51 inches wide—4 FT. AC- 
TUAL COVERAGE. Makes any job simple to lay 
out, estimate, apply. A new alloy makes it extra strong. 
Can be applied safely on 2 ft. purlin spacing. Resists 
winds up to 93 mph...holds up under heavy snow 
loads, too. Goes up fast,and fewer side laps make it 
lower in cost than any other aluminum roofing! Those 
are features farmers want... features that make “ALL 
PURPOSE” roofing your best volume producer. Stock 








NEW! Important Insulation Development! 


REYNOLDS 
INSULFOIL +. 


The cellular reflective 


REYNOLDS 





principle carried to new 
efficiency by unique 








centerpost construction. 
Full stud-to-stud insulation! 





In clean, easy-to-store cartons. 
16” and 24” widths. 
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REYNOLDS 33 ALUMINUM 


BUILDING PRODUCTS 


See “Circus Boy”, Sundays, NBC-TV. Watch for Reynolds on “Disneyland”, ABC-TV Network. 
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e EXTRA 
WIDE! 

e EXTRA 

STRONG! 






51” wide. Lengths to 12’. 
21/2" Corrugated embossed. 







it now! Simplify your inventory. Concentrate on the 
leader... Reynolds ““ALL PURPOSE” farm roofing. 
It’s the big sheet with the big selling features. Call 
your supplier today. Or write for details. 

Reynolds Metals Company, Building Products Divi- 
sion, Louisville, Kentucky. 



















Reynolds Lifetime Aluminum | Reynolds Lifetime Aluminum 






Flashing 















The popular, economical rust- 
proof flashing...easy to cut 
...easy to form. In 50’ rolls 
of 14”, 20” and 28” widths, 
.019” thickness. 


The rustproof, no-stain nails 
that eliminate counter sinking 
and puttying. Wide range of 
types and sizes. 
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ALUMINUM 


HARDWARE 


RUST-PROOF 
in BRASS, 


} fe] 74 3 
or ALUMINUM 
FINISHES 
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PADLOCK and HARDWARE CO. 
LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 
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UBBER 


contains 
REAL RUBBER 


Waterproof 


Vv Ready fo use. 


¥ Cannot warp 
or injure tile. 


V Fast tack, 
slow setting. 


Covers 
150 Square Feet 
Per Gallon 


V Tight, perma- 
nent bond. 


Available in 
QUARTS, GALLONS, 
5 GALLONS 


ORDER FROM | 

YOUR _ RUBBER 7 
‘WHOLESALER | 
or direct. | 
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| 7979 


Longer handles 


" Easier handling 


Supersharp Blades Cut Waste Motion 


Finest carbon steel blades 
are instantly replaceable. 


| Push in new blade—old one 
f | slides out easily. Stock 
| genuine Red Devil Blades 


for replacement. 


#C5S-1 
carbide 
tipped g 


Product of 
a 


Tools 
Union, N. J., U.S.A. 
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W. B. CAMPBELL, new general manager 
for Wood's do-it-yourself supermart, came 
to Birmingham after many years of mer- 
chandising experience in variety store and 


hardware field in New York. 





DO-IT-YOURSELF 
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specific department assignments to 
store salesmen. This is absolutely 
necessary for any store, self-serv- 
ice or not, claims Campbell. 

Next he developed a formidable 
newspaper advertising program 
which is now rebuilding store traf- 
fic for Wood. A typical ad occupied 
four full columns of the Birming- 
ham Post-Herald, concentrating on 
lawn, garden and picnic needs. 
“We use seasonal items to pull in 
traffic,” explains Campbell. “Once 
people come to our store they will 
become lumber and building mate- 
rial customers because of the con- 
venience with which they can pur- 
chase materials from our handy- 
man bins.” 

Most of the fixtures in the Wood 
store are designed for self-service. 
But Campbell finds that he needs 
to emphasize the art of related 
selling to individual salespeople. 

This coming fall, merchandising 
emphasis will turn to tools and 
hardware. Campbell plans to in- 
crease Wood’s $30,000 tool volume 
substantially during the winter 
season. 

Counsel on “how-to-do-it” must 
be given to many customers, so 
Wood’s have a specialist who pro- 
vides advice on hobby projects. 
He is available to all store cus- 
tomers. 

President Wood says: “We feel 
that our decision to enter the con- 
sumer store or pickup business has 
been a wise one. We have had some 
disappointments, but then we have 
had to learn some new techniques. 
We will have to make some physi- 
cal changes from our original lay- 
out. But in the main the do-it-your- 
self supermart idea is profitable 
and we are glad we took the step. 
We certainly were not making any 
money doing business the old way 
—that is, selling to builders with 
practically no profit margin.” 
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Ce porronnm tap a profitable 


CONTRACTOR 


market with 


VAMAR 


The Prefinished Surfacing Material 
With Beauty and Durability Built In 


HEN you add NEVAMAR to your lines, you capture three markets 

with a single product. For builders and contractors, NEVAMAR 
creates endless selling opportunities because it builds in colorful, 
carefree surfaces of matchless beauty. 
NEVAMAR is a boon to do-it-yourselfers because it enables them to 
build tables, desks, bars and counters with a distinctive professional 
look. NEVAMAR is a prefinished high-pressure laminate that’s made 
in a wide range of colors and patterns, including rich wood grains. 
It's a surface that keeps its beauty always ...never needs refinishing! 
Add NEVAMAR to the top lines of products you can sell with confidence 


and watch it pull new business your way. 


He is 


WRITE FOR 
NEVAMAR NEVAMAR 


> designed for long life 


F A Cc T 4 T ° D AY and lasting beauty 


»> resistant to cigarette burns 
Learn how easily—and quickly— » withstands boiling water 
> won't craze, crack or 


you can set yourself up as an peel in normal use 
> not affected by alcohol 


authorized NEVAMAR dealer and vy uit acids, ammonia 
. <ul O8 a Bion dinary ink or time 
cash in on this proven 3-wa g ro 
° pro y > Guaranteed by > » easy to clean 


market. Write today for all the facts. Good Housekeeping }, never needs painting 
45 aoveatstd ms < 


NEVAMAR conforms to 
NEMA specifications 


NEVAMAR DIVISION: 


7 NATIONAL “ct: Zac Comnany 
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Saran and Nylon Filaments —Nevamar High-Pressure Laminates — Wynene Extruded and Molded Products 
ODENTON, MD. @ NEW YORK, N.Y. @ LOS ANGELES, CALIF. @ MIAMI, FLA. @ PORTLAND, ORE 


Charlotte, N. C.. 5640 Wedgewood Dr . Memphis, Tenn.: 1008 N. Watkins ce Indianapolis, Ind.: 6479 River View Dr 


Chicago, !l!.: 4900 W. Madison St e@ San Francisco, Calif.: 115 New Montgamery St 
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Fort Wayne Builders Supply Company, Ft. Wayne, Ind., salesman from fumbling with small samples and relying on 
increased its paneling dollar volume more than 600% in the words to paint the picture of a paneled room,” says general 
8 months following the installation of the Weldwood Panel manager John Suelzer. “Now the customer can really see 
Parade. Here, salesman A. C. (Red) Melchoir lets the beauty what he’s buying . . . we can sell people something they want 
of the wood panels sell themselves. “The display frees the instead of talking o on a cost basis,” Mr. Suelzer said. 


How three dealers are stepping up 
profits despite fewer ‘starts’ 


At a time when home-building starts have fallen off in their areas, these lumber 
dealers have found a way to stimulate sales to the rich remodeling market. 

Each dealer reports tremendous dollar volume increases since he installed 
Weldwood Panel Parade in his sales office. Not only did more sales result as soon 
as the display was put in, but in most cases there was a marked swing from cheaper 
to higher priced paneling. 

To learn how you can put a profit-making Weldwood Panel Parade on your sales 
force, call your Weldwood representative. Or send the coupon for full information. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
a] 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please send me information on how I can put a Weldwood 
Panel Parade in my showroom and receive free training for 
my salesmen. AL 8-5-57 


Weldwood 


| 

| 

| 
WOOD PANELING | mathe 

| 

| 

| 


A product of Company 


United States Plywood Corporation 


Address 


Weldwood-—for Plywood, Hardboard, 


Wood Finishes, Adhesives City State 


Ly aCe eT 
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Hardtner Lumber and Supply Company, Shreveport, La., 
says its average monthly paneling sales were 21% times as 
great after installing the Weldwood Panel Parade. The firm 
saved space by mounting the panel display as sliding cabinet 


doors . . . uses space behind for storage. “The Panel Parade 


\ 


Grteses 





Benson Lumber Company, Pawhuska, Okla., reports, “Our 
paneling sales have quadrupled.” Manager Don Edwards 
says the company enjoyed a big surge in paneling and re- 
lated items sales. “For every dollar’s worth of paneling, we 
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tae 
is a definite attraction,” says manager J]. H. Gaiennie, “and 
as a selling tool, it helps a prospect ‘see’ his room paneled in 
wood. From contractors to occasional drop-in trade,” Mr. 
Gaiennie concluded, “the Weldwood Panel Parade has 


streamlined our whole paneling sales operation.” 


usually sell as much in accessories like trim, lumber, hard- 
ware, and contact cement.” Mr. Edwards asserts his Weld- 
wood Panel Parade started working for him right away 

we made our first sale a week after we put in the display.” 
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The Big Fleets buy 


Here’s what 1957 Ford truck users 


have to say... 


Ford F-600 dump truck owned by 
Hardesty-Johnson Builders, Inc 
Residential builders and developers 
Robertson, Missouri 





‘Ford trucks do the job, and they’re as economical to 
operate as you could ask. Maintenance is at a bare mini- 


mum,” reports Jerry Hardesty, Secretary-Treasurer. 
Why? .. . because on- 


the-job performance and 


Ford T-800 tandem owned 
by Rapp! & Hoenig Co., Inc. 


Building supply firm low operating costs prove 


Rochester, New York 
FORD trucks cost less! 


Take a tip from the men who buy trucks every 
year. Official truck registration data for the 
past two years shows that owners of America’s 
biggest commercial truck fleets have bought 
more Ford trucks than any other make! 


‘We can get a bigger payload on our Ford concrete mixer Contractors and suppliers, large and small, 
than with many heavier trucks, and we’ve always had ‘ 
: = - have found Ford trucks are best for their 


good performance,” says George Hoenig, President. me : : rg Seige 
fleets. To begin with, Ford’s initial costs are 


low. Many models are priced below all com- 
petitive makes. For example, the new Ford 
Tilt Cab line is America’s lowest-priced! * 
And it costs less to run a Ford truck! Thanks 
to modern Short Stroke power and sturdy 
chassis construction, operating costs and ‘‘shop 
time’’ are reduced. Another important Ford 
plus is longer truck life—a fact certified by 
independent insurance experts. 
Add it all up—you’ll find Ford trucks do 
cost less! Contact your Ford Dealer . . . let him 
“The bigger bodies on the new Ford pickups let us haul show you why the big ree are buying more 
more per load, do more in less time and save us money,”’ Ford trucks than any other make. 


says Bill Bregder, Vice President and Purchasing Agent. *Based on comparison of manufacturers’ suggested retail prices 
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than any other make! 


Ford’s Heavy Duty Models are big in power, big in 
capacity ... up to 212-hp; max. GVW’s 21,000 Ib. 
to 45,000 lb.; max. GCW’s to 65,000 Ib. 



































New Ford Medium Duty trucks offer you 
a choice of three modern Short Stroke 
engines—Six or V-8—139- to 181-hp. 
More rugged chassis construction, too. 


FORD TRUCKS COST LESS 
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From new 250'x40' outdoor lumber shed... 


a ge ; : ‘ui es A 
. or finish lumber from new 40,000 square ... to dealer trucks — much as 2,000 
feet open-span warehouse .... feet of lumber into trucks in 4 minutes! 
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New Weyerhaeuser distributing yard . . . 


Warehouse, Shed Built Around End-Loading 


Record handling time being made in Louisville, Ky., 





distribution yard where end-handling used from both exterior 


Now in full operation, the 
Weyerhaeuser Louisville, Ky., dis- 
tributing yard is built around the 
use of end-loading attachments for 
lift trucks that grab as much as 
2,500 feet of lumber by the end to 
load dealer trucks in record time. 
One of the end-loading attach- 
ments in use at the Louisville yard 
can pick up a bundle of lumber 
equal to about a sixth of the total 
lumber that goes into a small 
home, according to Weyerhaeuser 
management. Used on a _ 15,000- 
pound capacity lift truck, this is 
believed to be the largest capacity 
end-loader so far developed. 
Because the lumber can be han- 
dled from the end, warehouse stor- 
age bays 40 feet wide are possible 
between truck alleys. Handling 


lumber in and out of the lumber 
shed (40 feet wide) similarly is 
from the ends with two lengths of 
lumber stacked across the width 
of the shed. 








110° 


ARCH-TYPE WOOD TRUSS 
new Louisville clear-span warehouse of 
Weyerhaeuser Sales Co., above, is one 
of the largest trusses used commercially 
in the south. All millwork and building 
products are palletized as shown in 
scene at right and finish lumber stacked 
for end-handling by lift truck in the 
warehouse. (Turn page for retailer ap- 
plication of end-handling attachment.) 


lumber sheds and inside warehouse to waiting dealer trucks. 








Unit loads. Al! lumber is unitized 
and the units are staggered in the 
stacks so that the giant fingers of 
the end-loaders can reach and grip 
a unit or bundle. “This fast, effi- 
cient handling can result in prices 
to dealers that are 3 to 4% lower 
than for lumber by-the-piece,” said 
R. J. Douglass, yard manager. Unit 
prices are also applied to other 
building materials, many of them 
palletized in storage such as the 
millwork you see in warehouse 
below. 

Yard manager Douglass. ex- 
plained that the modern new dis- 
tribution yard on a 15-acre tract 
was established to provide large 
diversified lumber and _ building 
product stocks for quick delivery 
to supplement Weyerhaeuser car- 
load shipments from western mills 
to dealers in the area. 

A 1,000 square-foot display room 


on 





for lumber paneling and related 
wood products is another part of 
the new Louisville setup. In addi- 
tion to the large warehouse and 
the outdoor lumber shed is a sec- 
ond, smaller warehouse. There are 
215 acres of hard-surfaced area for 
lift-truck use. 


Brands handled. Products ware- 
housed at the new yard include 
Weyerhaeuser 4-Square lumber, 
plywood, particle board and hard- 
board; Kolorite factory-coated 
shakes; Nu-Wood insulation board 
products; Balsam Wool insulation; 
Andersen Windowalls; Rimco mill- 
work; General Plywood doors and 
Filon fiberglas building panels. 

The addition of lines other than 
lumber marks a new concept for 
Weyerhaeuser wholesale yards. 

More than 200 Kentucky and In- 
diana lumber dealers recently at- 
tended open house at the Louisville 
plant. 























Your Good 
Customers Deserve 


ROCKPORT 
\ REDWOOD 


ROCKPORT is known 
throughout the lumber 
industry, as extra good 
quality Redwood. It is 


superbly manufactured, 





graded in accordance 
with CRA Standard, 
Certified Dry. Your cus- 
tomers will be well 
pleased with Rockport 
Redwood. Specify it and 
look for the end stamp 
—‘*ROCKPORT.” 








Rounds Lumber Company is 
exclusive distributor for 
Rockport Redwood and sales 
agent for other leading Red- 
wood mills. Rounds also 
represents producers of top 
quality Douglas Fir, White 


Fir, Ponderosa Pine. 





ROUNDS 
LUMBER CO. 


General Office, 
CROCKER BUILDING, SAN FRANCISCO 4 


YUkon 6-0912 * Teletype SF-898 
3] 

ti 9233 Denton Drive, Dallas, Texas 
430 N. Waco Ave., Wichita 1, Kan. 
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MECHANICAL HANDLING — END-LOADING 


END-LOADING ATTACHMENT makes it possible to stack lumber at right angles to the 
center aisle. Lumber is stacked 16-foot high in this pole-type shed. 


Fast Handling; Bonus Shed Space 


Ohio yard receives dividend of storage by altering its 


stacking pattern to take advantage of end-loading attachments. 


The addition of end-loading at- 
tachments to its fork-lift trucks 
not only speeded materials han- 
dling operations, but also provided 
a bonus of extra shed space in the 
Oak Harbor branch of Gordon 
Lumber Co., which operates a 
chain of 11 yards in northwestern 
Ohio. 

While studying its materials 
handling needs, officials of the firm 
decided they needed a highly ma- 
neuverable truck, which could op- 
erate in tight spots and still be 
able to place unitized loads on de- 
livery trucks without the necessity 
of removing side stakes. 

This was a tall order since many 
of the firm’s sheds were designed 
for end-stacking of lumber at right 
angles to the central driveway. The 
firm also palletizes all roofing, sid- 
ing, wallboard and plywood in unit 
loads so it was necessary to get a 
unit which could shift rapidly 
from end-loading to standard fork- 
lift operation. 

Rapid changeover. Impressed 
with the speed in which the attach- 
ments could be mounted on the 
forks, the firm purchased end 
loaders for its 3-ton capacity fork 
lifts. 

The end-loaders are easily at- 
tached. The operator slips the 
forks into the attachment as 


though it were a pallet. The only 
manual operation is the connect- 
ing, or disconnecting, of the hy- 
draulic hoses. Quick couplers are 
used to speed this operation. 


Storage space doubled. As part 
of its expansion program, Gordon 
recently built a 50’ x 100’ pole-type 
storage shed. Originally, it was 
planned to store lumber parallel 
to the central aisle. Using the end- 
loader it was possible to alter this 
stacking plan and to pile lumber at 
right angles to the central aisles 
This made it possible to end-stack 
18-foot lengths on both sides of the 
20-foot aisle and doubled the stor- 
age capacity of the shed. 


Faster handling. In the central 
yard at Oak Harbor, it takes 15 
minutes to load 7,500 feet of lum- 
ber on stake trucks. Being able to 
load trucks fast reduces inventory 
at the branch yards and eliminates 
much of the old weathered lumber, 
which used to clutter up the cor- 
ners and never could be sold as 
No. 1 merchandise. 

“End-loaders have definitely 
speeded up our operation,” says 
W. D. Meyer, secretary of the firm, 
“with reductions of inventory at 
branches, faster turnover, savings 
in lumber cost, insurance, taxes 
and other expenses.” 
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companion to famous 
Homasote Beveled 
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Grooved Vertical Siding | 





Backed by long experience in qual- = [777 = 


t aaa 


value, durability, and weather-protection. 





ity exterior materials, Homasote 
Grooved Vertical Siding represents a major advance in 
finished appearance and construction economy. Here is 
weatherproof, crackproof Homasote—now beautifully 


grooved and with ship-lap joints. 


Homasote GVS costs less than other similar panels, 
speeds application, and offers considerable savings in 
upkeep. 4’ x 8’ panels of Homasote GVS cover exteriors 
or gable ends a third of a square at a time. A special 
“three-stage” joint (see diagram) gives a sturdier edge 
that stands up even with rough handling. Because this 
siding is a high-density, 48” thick material, Homasote 
GVS has deeper grooves—for a rich-textured, striking 


appearance. 


With Grooved Vertical Siding you have all the advan- 


tages of time-tested Homasote — superior insulation 


There is no danger of weather damage 
during application, no need for immediate painting 
You can choose any paint or stain, and know the job 
will hold up longer. Optionally, Homasote GVS is 


supplied with a prime coat front and back. 


When you know the extra values of Homasote, you have 
the ready-made sales story for your cus- 

tomers. The 68-page Homasote Hand- 

book shows you why Homasote is the 


quality building board—in the mate- / 


~<— 
rial itself, in its range of applications, Og 
in the building know-how that goes Boge untk 
with it. Get the building know- ®o5™ 
how by writing for your copy of 

the Homasote Handbook. 

Kindly address your inquiry 


to Department H-7. 


HOMAS OT E comeany, trenton 3, NEW JERSEY 


IN CANADA: TORONTO, ONT.—P.O. Box 35, Station K «+ MONTREAL, P.Q.—P.O. Box 20, Station N 
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H..... a complete assort- 
ment of merchandising pieces 
designed to help you sell more 
L:O-F Window Glass. Each 
has a specific purpose and will 
help create more business and 
increase profits for you! 

Tie into the L:O-F advertis- 
ing program by displaying this 
famous trade-mark. It appears 
200,000,000 times a year in 
national advertising —advertis- 
ing many of your prospects 
read! 

Call your L:O-F Glass Dis- 
tributor—he’s well supplied 
with these sales aids—or write 
direct to Libbey’Owens:Ford 


Glass Company, Toledo 3, O. 


LIBBEY: 
OWENS: 


with these sales : 
aids / 5 a Great Name in Glass 
@ 


j 
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PALLET-CASES 
For Packing Window Glass 
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Booklet, WG-43 











Folder, WG-19 
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GLASS 





Booklet, WG-20 
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| REPLACE 


Broken Windows 
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LIBBEY-OWENS-FORD 


Quali *, WINDOW GLASS 
IG. A $$) 











Window sign, WG-49 


n 
Of 
GLASS) 


WINDOW GLASS 


CUT TO SIZE 
LIBBEY-OWENS - FORD 


Decalcomania, WG-24 








Folder, WG-17 


Helptel Hints on 
HOW TO REPLACE 
BROKEN 
WINDOW GLASS 


... WHAT HAPPENED WHEN 
DEALERS LIKE YOU TOOK THE 
“BLINDFOLD TEST” 





Folder, WG-23 Booklet, WG-48 
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TWIN 


LUMBER COMPANY 


INCORPORATED 1924 
ABERDEEN, WASHINGTON 


Manufacturers and Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Cedar, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fast, 
experienced and complete 
information regarding place- 
ment of your order. 


BRANCH OFFICES 


CALIFORNIA 
Arcata 
Menlo Park 
Les Angeles 
OREGON 
Portiand 


NEW YORK 
New York City 


MASSACHUSETTS 
Medford 
OHIO 
Toledo 





HARBORS 
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ao 
77 MAIL THIS “\ 


COUPON TODAY! % 


TWIN HARBORS LUMBER COMPANY 
/ ABERDEEN, WASHINGTON 
! I'd like proof of your quality, and serv- 


| ice. Send name, address of my nearest 
| 1 Twin Harbors wholesaler or salesman. 
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LETTERS__- 


More Help in Setting Up 
Your Ready-Mix Operation 


Here are some pointers from an expert in the field. 


To the Editor: I congratulate 
you on doing your part to swing 
the building supply dealer to the 
viewpoint that ready-mixed con- 
crete is a building supply just as 
much as sand, gravel and cement 
are. We would like to assist you 
on technical points that arise on 
this subject. I refer to several in- 
accuracies or perhaps misleading 
statements in your “Cyclopedia” 
section, page 30 (AL June 24, 
1957). 

(1) Under “equipment” you 
state that for minimum investment 
a plant should start with bag ce- 
ment. This is true, of course, but 
it should be analyzed from a vol- 
ume standpoint. If the equipment 
can be financed and amortized, it 
would certainly be better to use 
bulk cement. . 

(2) You state use of bulk cement 
would cut your cost about 60 cents 
per cubic yard under bag. The 
saving in purchase price alone is 
40-50¢; most operators figure it 
costs them 30-50¢ per cubic yard 
to cover labor of handling bag 
cement. 

(3) You state the purchaser 
should buy a plant on an erected 
basis. I believe you will find, even 
though that is preferable, that very 
few manufacturers or equipment 
dealers will give you a quotation 
on that basis. The best thing to 
do would be to purchase a plant 
and then take bids for erection by 
somebody qualified if you have no 
one in your own organization to 
handle it. 

(4) You state a good average 
truck mixer size is the 51-yard 
unit. This is a problem that should 
be analyzed, taking many things 
into consideration such as cost, but 
primarily the legal limits permit- 
ted on highways. With many states 
limiting the load on the two back 
axles to 32,000 pounds, with a 
gross load of 42,000 pounds, a 5- 
yard mixer would undoubtedly be 
the logical choice as the maximum 
amount that could be carried legal- 
ly. Choice of wheelbase of the 
chassis and its cost will also be 
important factors. 

(5) Under the financial section, 
you state you should aim for a sell- 
ing price of at least $5 over landed 
cost. This figure was undoubtedly 


taken from the article on page 41, 
which covers a small operation in 
a very small Louisiana town. You 
may find that a dealer in Wisconsin 
or New York State might use those 
same figures and have a truck 
driver who costs him twice as 
much per hour as the other. 

(6) Under this same section, you 
call for minimum billing and mini- 
mum pour. We quite agree with 
minimum billing, but doubt if any 
operator would want to limit the 
size pour he could handle. 


(7) It would be rather difficult to 
get into the ready-mix concrete 
business for an investment of $12,- 
000 unless practically everything 
was financed with a very minimum 
down payment. You contradict that 
figure in the following two para- 
graphs when you state the price 
of a batcher and mixer trucks. It 
is true the weigh batcher with bins 
and elevating equipment could per- 
haps be purchased for $10,000 and 
up. Just what that figure would 
amount to would depend on how 
the person started out and what 
production he wanted. A mixer 
and truck of 381'5-yard capacity 
would perhaps be available for 
about $8,500 if minimum specifica- 
tions were adhered to. 


We bring these points out con- 
structively, feeling that if your 
journal is to be the one we use in 
advertising to prospective and pres- 
ent customers we should be able to 
look to it for exact facts.—Otis H. 
Manchester, Jr., director of sales, 
Concrete Transport Mixer Co., St. 
Louis, Mo. 


EDITOR'S NOTE: These points are very 
well taken and serve to amplify the facts 
we presented. Substantially all of the 
data we presented was told us by retail 
lumber dealers successfully operating 
ready-mix concrete departments, both 
large and small. 


The statement about $12,000 rock 
bottom minimum investment came from a 
dealer who has since added considerably 
to his investment. 


A more typical beginning investment 
would be in the vicinity of $40,000. 
Thanks to Mr. Manchester for his helpful 
enlargement on important points. We in- 
vite other comments and experiences on 
ready-mix concrete business from readers. 
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THE BIG NEWS COMES FROM YOUNGSTOWN KITCHENS 
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A YOUNGSTOWN KITCHEN...THE HAPPIEST | ROOM IN THE HOUSE 


She’ll buy this kitchen 
as she buys her ward- 
robe. Sell the new Mon- 
terey Kitchens in Basic 
Units. Then Trade-Up to 
bigger sales and bigger 
profits with Monterey 
DIVISION OF American-S$tandard Cabinets and accessories 
wane. Gone all in new warm-toned 
“Sandalwood” beige. 


... that’s why everybody’s selling new future-fashioned MONTEREY 














Launched with the biggest promotion program in kitchen history, 
— - tr . . . ° YOUNGSTOWN KITCHENS 
MONTEREY...the custom-steel kitchen with exclusive wall cabinet For Riatey Cmte Abt W 

doors in furniture-finished hardwood...continues its big sales hit with complete Bary ple cbs htghay pectic sie trae nen 
details Kitchens Dealer. 

‘ , rs ; mail 
reason why it pays to be a Youngstown Kitchens Dealer...discover the this 


sales-making benefit of carrying this famous kitchen line, backed by 


Full Color National Advertising for added sales. This is one more good 
NAME —____ 


STORE NAME 


powerful national advertising. Find out about the new easy-payment 
plan you can offer on all Youngstown Kitchens units. 


Quality Protects Your Investment American-Standard Quality Is Available At No Extra Cost. 
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What YOU Can Do To Stop Inflation 


The country is now engaged 
in a free-for-all debate in the 
money and credit arena, an in- 
evitable political result of a 
managed “full employment” 
economy. Housing is part and 
parcel of the battle. Inflation 
has helped curtail housing ac- 
tivity, which in turn has politi- 
cal as well as economic implica- 
tions. 


There may be a day when the 
general inflationary spiral will 
price new homes out of the mar- 
ket, no matter how big that 
market is. Some say it has al- 
ready happened to a_ small 
degree. 

So, granting we want to really 
stop inflation (rather than give 
it only lip service) what can 
we do? 

First, we must understand the 
intimate connection between the 
building market and the econ- 
omy as a whole. We must under- 
stand that a restrictive credit 
policy during periods of great 
demand is a small price to pay 
for avoiding a major boom or 
bust. 


Second, we must undertake 
personally in the building in- 
dustry to promulgate new ways 
to lower home’ construction 
costs, as suggested below. 


Understanding inflation. Al- 
though the wage spiral contrib 
utes greatly to inflation, more 
basic is the creation .of new 
money. This is done by commer- 
cial banks every time they ex- 
pand funds. Savings and loan 
funds, life insurance funds, etc., 
are not in the same category 
because their money is obtained 
from savings of individuals. 


Some people feel that money 
has been tight because of a re- 
duction in the amount available. 
Actually, the supply has_ in- 
creased by 3.7% during the past 
two vears. The tightness stems 
from unusually large demand. 
Federal Reserve Board policies 
since 1955, recently defended by 
Secretary of the Treasury 
Humphrey, has been to curb 
this demand through increased 


discount rates, restraining de- 
mand for new money. 

It now appears that the “eas- 
ing” of FRB policies in 1953-55 
has had real inflationary reper- 
cussions. Much of the mass 
housing of that period, for ex- 
ample, depended on mortgages 
purchased (not just insured) 
by the Government, or by com- 
mercial banks—adding to the 
creation of new money. In addi- 
tion, accumulated demand for 
consumer credit got out of hand 
for all durable products. 


Mortgage financing needs. 
The prime need today is for 
more mortgages made in the 
marketplace at marketplace in- 
terest rates so that new inflation- 
ary bank reserves or Government 
money (through Fannie Mae or 
direct from VA) need not be 
raised. It is hoped that before 
long the interest rates on FHA 
insured mortgages will be com- 
pletely flexible. Such new ideas as 
the privately-financed Home Loan 
Guarantee Corporation, a pro- 
posal of the United States Sav- 
ings and Loan League, deserve 
consideration; in this plan, the 
new corporation would insure 
only the top 20% of conven- 
tional mortgages up to a maxi- 
mum of 90° of appraised value. 
Lenders would be 10% co-insur- 
ers of the top 20%. The pre- 
mium would be a single advance 
premium. And interest rates, 
savs the League, would remain 
free from government control. 


How building industry can 
stop cost spiral. Beyond the fi- 
nancial devices discussed above, 
there are other ways to fight in- 
flation, by lowering construc- 
tion costs. Perhaps most impor- 
tant is greater productivity per 
building dollar. 

One of the best means for 
more productivity is exemplified 
in the recent upsurge of pre- 
assembled components such as 
wall panels. Every dealer 
should study every feasible 
method of making, supplying 


and stockpiling preassembled 
house “parts.” Several building 
material manufacturers are now 
conducting research which will 
result in whole-wall sections 
shipped to and sold by the 
dealer. 


Allied to new components is 
the need for revision of local 
building codes to accept those 
components. Dealers’ troubles 
with Lu-Re-Co (Lumber Dealers 
Research Council) system indi- 
cates the work that must be 
done to make local codes more 
receptive to efficient construc- 
tion methods and new panelized 
products. Dealers should call all 
segments of their local building 
industry together on this vital 
matter. In some cases codes do 
not even have an appeal system 
for new materials and ideas. 

Restrictive labor practices, 
prevalent in high-cost areas, 
must also be curtailed. Compo- 
nents and other labor-saving 
measures are sometimes defeat- 
ed before given a chance. An 
example of restrictive practices 
is the ban against preglazed 
windows still standing in some 
areas. Again, local efforts to 
correct these restrictions should 
be initiated by dealers. 


In addition to the above there 
is another side of the anti- 
inflationary picture in housing. 
That is the need for more active 
home improvement, bringing in- 
creased value to our existing 
housing inventory. The rising 
land cost demands more atten- 
tion to this area of construc- 
tion. The home improvement 
market, as pointed out in a re- 
cent American Lumberman edi- 
torial by Art Hood, can actually 
be doubled by enterprising deal- 
ers 

Also attention should be given 
to encouragement,’ in an organ- 
ized way, of thrift for larger 
down payments. Dealers can col- 
laborate with savings and loan 
institutions in this field. 

These are the ways in which 
the housing industry can help 
itself by helping to temper the 
erosion of inflation that is a real 
danger in our rising economy. 
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CLDEALER POUNTERS 


oe 
Plywood Reflectors 
Dramatize Hardware 

“Customers, like moths, are at- 
tracted by bright light,” says de- 
signer Mendell Broyles who devel- 
oped a dramatic lighting system for 
a Muncie, Ind., hardware firm. 
Using 4x8-foot fir plywood panels 
painted white as reflectors, this 
lighting system is readily adaptable 
to any lumber dealer’s showroom. 

The panels are used as reflectors 
for three-bar, 40-watt fluorescent 
lights suspended from the steel 
trusses, supporting the roof. Forty 
lighting units are used to flood the 
70’x90’ building with light. 

The dramatic effect of the stark 
white panels against the black ceil- 
ing catches the eye of passing foot 
and auto traffic. 


Molding Display 

Moldings are displayed on four 
panels mounted at right angles on 
a lazy susan turntable at Coman 
Lumber Co., Durham, N. C. The flat 
size is displayed by boring a hole 
in one end of the sample and hang- 
ing it on a nail—thus it is easy for 
the customer to remove and inspect 
it. The edge of the sample is glued 
just above. Stickers identify the 
size and price of each sample. 
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for bright and airy modern rooms 


EE EE * casement and 
picture windows 
MODERN woaoaoob 


Bee Gee’s glamorous picture windows, corner picture windows and 
high-style casements trap every bit of sun, air and view for truly im- 
pressive window beauty. Unique ventilation features protect the health 
and comfort of the whole family. It’s the ‘“Wife-Approved” window 
...the ideal combination of window beauty and controlled ventilation 
that adds more glamor and authentic styling to every type construction. 


WINDOW IS ONE COMPLETE UNIT—Factory pre-fitted universal frame, 
glazed sash and hardware. 

CONTROLLED VENTILATION—Air enters from three directions as desired. 
LOWER COST INSTALLATION-—Simply set the Bee Gee Window in the 
wall and nail in place. Ideal for replacement of old-style windows. 

CLEAN THE OUTSIDE FROM THE INSIDE—without stretching, without 
ladders, without danger. 

OVER 170 STYLES AND SIZES-—A window for every room, every style 


of architecture. - 
Reg. U. S. Pat. Off. 


crank operator. 


Instant finger-tip 
control. Works with Bee Gee auto- 
matic storm sash or screen in place 


BROWN-GRAVES CO., Dept. AL-121-857, Akron 1, Ohio 
Please send catalogs and full details. 


lama: [] builder [1] architect [7] dealer 


NAME ___ 





ADDRESS _ 
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PRICE $ 


FOLLOWING MATERIALS INCLUDES: 


Wood subfloor according to plan 
Wall panels, studs 24"' o.c 
Roof trusses spaced 24" o.c. (For 16'' 0.c. add $ 


(For Thermopane add $ 
Bilt-Well wood cabinets per plan 

Birch or mahogany doors optional. 

Vinyl floor tile for kitchen, bath and utility. 
Attic insulation: full thick batts. 
Gas-fired furnace, heat pipe, chimney, registers. 


Washer and electric dryer 


outside house paint. 
50 gal. electric water heater, 10-year warranty. 
Medicine cabinet. 


MATERIALS COST: 


ing to plan (no sidewalks) use this price: $__ 


ished but not applied; 
packaged pr 


Note: Paint furr 
range and oven not included ir 





LUX PANEL PLAN HOMES 


Awning type windows with standard picture window. 
(each sash) for picture window.) 


Inside trim complete per plan with Modernfold closet doors. 
Hardwood flooring, plywood for kitchen, bath and utility area. 


5' bath tub, stool and lavatory, white or in any color. 


Paint. Super Kemtone for inside walls, varnish for inside trim and 


Hinges, lock sets, cast iron sink, Formica cabinet top, nails. 


For house completely erected, plumbing installed to 5' 
foundation, heat completely installed, wiring installed (finished fixtures 
not furnished), foundation installed on level lot, oe built accord- 


no floors finished. Built-in 
ce above. 


120 E. McKinley St 
Marion, ind. 
Phone NOrth 2-221¢ 


LUX HOME PURCHASE ORDER 


To WALTER THOMPSON LUMBER CO., INC Factory Order No 


Date of Order 
Written by 
Checked by 
Delivery Date 


Ship to 





) 


Sub floor package 
Interior trim package 
Sheetrock package 
Flooring packege 

Anic insulation package 
Kitchen cabinet package 


Water heate 


outside of 


CUSTOMER 











th package 


TOTAL 

DELIVERY CHARGE 
DOWN PAYMENT 
BALANCE DUE 
ON DELIVERY 











MATERIALS PACKAGE PLAN 


Forms Simplify Owner-Builder's 


Indiana dealer makes it easier 
for the finish-it-yourself customer 
using Lu-Re-Co pre-assembled 
panels, trusses. 


Key to developing a finish-it- 
yourself program for panel homes 
is to break down the plans into a 
system of “packages” such as done 
on the form at left, above, accord- 
ing to dealer Walter Thompson of 
Marion, Ind. Owner-builders read- 
ily understand this procedure, 
says Thompson. 

Last year the Thompson Lumber 
Co., a newcomer to the retail lum- 


56 


ber business in Marion, sold 30 
homes on a build-it-yourself or 
finish-it-yourself basis. Panels and 
trusses are preassembled at the 
Thompson yard. 

The simplified purchasing plan 
enables the owner-builder to order 
exactly the materials and panels 
he needs for the Lu-Re-Co floor 
plan of his choice. Systematic pur- 
chasing and delivery was impor- 
tant, too, in the acceptance of own- 
er-builders for mortgages by a lo- 
cal lending institution. 

Extent of work done by the own- 
ers with their own hands varies. 
Almost all, however, do the finish- 
ing labor themselves. 


PURCHASE ORDER 


Task 


LENDER ALLEN SMITH, Marion Building 
& Loan (right, above) inspects finish-it- 
yourself house with dealer Walter 
Thompson. 
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BRIEFS 





Components 
in Action 


Dealers draw crowds with special 


Lu-Re-Co demonstrations. 


Lumber dealers are making the 
public “component conscious” with 
demonstration homes. 

The picture below shows how 
Ridge Lumber Co., Gary, Ind., mer- 
chandised the Lu-Re-Co (Lumber 
Dealers Research Council) panel 
system, with a ‘“Under-Roof-in-1 
Day” demonstration. Bob Carlson, 
the dealer’s Lu-Re-Co manager, was 
busy at a microphone throughout 
the day, explaining panel erection 
techniques. 

Another example comes from 
Midland, Mich., where Eyre Lum- 
ber Co. tied-in with the Visking 
contest and “Woman’s Congress” 
designed home. Prominent newspa- 
per ads were inserted during con- 
struction of the home, followed by 
50 radio spots during the open 
house. Recordings explaining the 
plan and panel features were 
played inside the house. The an- 
nouncer, Mrs. Joseph Gaffney, ex- 
plained features appealing to 
housewives. 

In Westfield, Mass., more than 
3,000 prospective homeowners re- 
sponded to a combination musical 
concert and open house staged by 
O’Connor Lumber Co. The “Lu-Re- 
Co Five” band rocked and rolled 
from the Lu-Re-Co garage of the 
model home. The band’s music was 
broadcast on the local radio, with 
frequent invitations to come see 
both the band and the model house. 
O’Connor, and company sales- 
people, were broadcast between 
tunes. 


SIGN POINTS WAY to "Under-Roof-in-1- 
Day" demonstration by dealer in Gary, 


Ind. 


BUILDING PRODUCTS MERCHANDISER 


IPE SURFORM. 


Stanley SURFORM 
Plane Type — $3.69 


Stanley SURFORM 
File Type — $2.69 


Stanley SURFORM 
Replacement Blade — 98¢ 
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Sensational new SURFORM. 
the tools everybody wants 


These are the tools everyone wants. Stanley SURFORM forms the 
surface of plywood, floor tile, hard rubber, plastics, aluminum— 
even mild steel. It smooths wood—cross grain, with grain and end 
grain—12 times faster than other wood forming tools without 
clogging. It’s easy! It’s safe! It’s another Stanley first. 


Order 6 No. 295 and 6 No. 296 Stanley SURFORM tools and get 
colorful “tell and sell” merchandiser ...each tool in handsome 
individual packaging. Extra replacement blades available to sell 
at 98¢ each. 


See Stanley SURFORM advertising in The Saturday Evening Post, 
American Weekly, Popular Science, Popular Mechanics, Mechanix 
Illustrated, Science and Mechanics, Carpenter, Home Craftsman, 
Family Handyman, and other magazines that reach the people who 
buy from you. Tie in and cash in, with Stanley SURFORM. Stanley 
Tools, Division of The Stanley Works, New Britain, Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools » drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs 
coatings + strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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New All-Time 
Low Price for 


DUO-MATIC 
Combination Windows 


Never before such a low price for such a 


quality window. This is our famous triple - track 
extruded aluminum combination window. 

All the quality features of 

windows selling for much more... 

but now reduced in price to retail for 


ONLY ef, 


and up 


Also Available! 
Fully Assembled Duo- Matic 


Inserts — master-frame... everything Retails for 


fully assembled .. . ready to install. 15 95 
and up 

















New Low Prices 


on WEPCO 
Combination Doors 


KANGAROO 
Self-Storing Door 


cc 
DUO-DELUXE DUO-DELUXE 
Picture Window Model 2-Lite Model 


a the weather-prOOf 68, snes non 


eit ae Ps 4 ' 
Convenient Shipping Points Throughout the Country : 















ual ~~ oO 
» o2 
Guaranteed by a. 
Good Housekeeping 
<2 


\ 
AS AovenTistO wise 
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ONE-STOP shopping for everything connected with the home will be possible in this new 
specialized shopping center near Dallas, Tex. Building materials, contractors, architects 
and financing will all be readily available to home owners and prospective home owners. 


New "Building Center" for Texas 


A multi-million dollar specialized 
: ; Suite shopping center designed to serve 
shopping center for building ma- homeowners will be built at Dallas, 
Tex., by H. Leslie Hill Enterprises, 
builder of homes and shopping cen- 
tractors, architects and financing. ters. 

The “Dallas Building Center,” be- 
lieved to be the first of its kind any- 


Presenting the first one-stop 


terials, and the services of con- 


where, will provide integrated mer- 
chandising for home building, financ- 
ing, building materials and home fur- 
nishings. It will be erected on a 15- 
acre site just north of the city. 

In addition to stores selling a wide 
variety of building products it will in- 
clude a five-story office building for 
architects, contractors, subcontractors 
and others associated directly or in- 
directly with construction. There will 
be an auditorium, a restaurant, con- 
ference rooms, and a home planning 
library. 

“This will amount to a home plan- 
ning laboratory,” according to Hill, 
“here the public will have direct ac- 
cess to selected specialists in discuss- 
ing and solving problems pertinent to 
home design, lot location, architecture, 
finance and building.” 

The center is based on a new con- 
cept of Arthur Bohnen, Chicago, 
housing consultant and author. It will 
be designed by Ray Stuermer, AIA, 
also of Chicago. Bohnen’s idea was en- 
couraged by Philip Carey Manufactur- 
ing Co., and they will use Stuermer’s 
design for an “associated builders’ 
center” in architectural magazine ad- 
vertisements. Carey products will be 
used extensively in the construction 
of the center. 


(See page 12 this issue for news 
of a somewhat similar non-selling dis- 
play center in Los Angeles, Calif.) 





A fependable source of superior 
~redwood...the CRA mills, 





The following mills produce and ship 
‘CRA Certified DRY’ redwood CALIFORNIA 


ARCATA REDWOOD COMPANY REDWOOD 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD Co. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P. O. Box 178, Ukiah, California 


HOLMES EUREKA LUMBER COMPANY 


Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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Top quality products that sell all year long 


Plus vie dealer benefits like these! 
— 


Don’t think for a minute that fine DAP products fit 

the “nail and screw” sales pattern. They’re fast- 

turnover profit items—needed the year round by 

every one of your customers—sold the year round 

through strong DAP advertising in top national 

magazines read by millions. And DAP doesn’t stop 

there! Dealers get new, eye-catching packages that 

customers will know on sight—new self-serve dis- 

play cartons that multiply sales—hand-out folders, " 

big ad posters and many, many selling helps to America’s top selling caulking compounds in cartridges, 

identify your store as DAP headquarters. Call your cans and collapsible tubes... finest quality glazing 
compounds... low-priced putties...amazing Kwik-Seal€ 

wholesaler or send the coupon now. Get the facts on in handy tubes... versatile Rope Caulk...many more 

the first all-out promotion program in the industry. See new DAP catalog for details. 


World’s Largest Manufacturer of Putties and Glazing-Caulking-Sealing Compounds 


D ! c KS DICKS-ARMSTRONG-PONTIUS, inc. 


A 4 aA s T RON G General Offices: Dayton, Ohio 


Please rush more information on DAP products 


PO a” T 5 U Ss, i nc. and DAP dealer benefits: 


General Offices: Dayton, Ohio NAME___ 





ADDRESS. 





(Formerly The Dicks-Pontius Company, its 
subsidiary, Landen Putty Works, Inc., and 


The Armstrong Company.) = _ZONE. STATE 
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CEDAR CLOSET PANELS can become 
a profitable specialty. “Hot spot” 
built-in display with manufacturer's lit- 
erature on wall is shown at Sibley 
Lumber Center, Livonia, Mich. 


al “AMBER Sales en cecal poy ’ tier 


ge 


DO-IT-YOURSELF AWNINGS are dis- 
played on "'T" frame at Forest City 
Material Co., Cleveland, Ohio. Plat- 
forms near main entrance to huge 
supermart feature home improvement 
specialties which are sold on ‘'take- 
with" or installed basis. 


ATTIC STAIRWAY is not a new product 
—but when displayed in showroom if 
can create attention of a specialty. 
Scene above at Coman Lumber Co., 
Durham, N.C. Here is a product which 


can generate whole attic conversion. 


PERFORATED ISLAND is effective dis- 
play idea for ornamental iron and 
aluminum grilles in window of Sibley 
Lumber Center, Livonia, Mich. Every 


“ v : " 
one is a ‘specialty. 


TILT-ROD SHUTTERS are new in many 
markets—typical of items which can 
bring plus sales. John R. Stiles, pres- 
ident, Stiles Inc., Grand Rapids, Mich., 


AL Market Spotlight 





pictured above with sample shutters. 


BUILDING SPECIALTIES 


‘ 


The drawing power of “special- 
ties” looms brighter and brighter 
as competition becomes more in- 
tense in the building industry. The 
lure of a relatively new product, 
well displayed and promoted by the 
retailer, can open the door to big- 
ticket remodeling or add a plus 
profit to a dealer’s materials pack- 
age to new home contractors. 
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That is why Forest City Material 
Co., Cleveland, Ohio, devotes the 
hottest traffic area in its new 21,000 
square feet supermart (A. L., July 
8, p. 42)) to building specialties 
of metal, plastic and wood. You see 
part of this Forest City showroom 
pictured above. 

What is it? A “specialty” for the 
building dealer is any product 


which is not sold as a standard 
part of a new or remodeled house; 
a product whose primary function 
is to adorn or beautify, thus ap- 
pealing to the emotions rather than 
pure practical judgments; or 
product of any type which is so 
new that it is not as yet sold com- 
petitively in a dealer’s given area. 

Or, you can put it another way: 
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a specialty is any product which 
gives you “special” profits. 

What may be still a specialty in 
one area may have turned into a 
staple in a neighboring market. 
However, an alert merchant can 
periodically dust off a staple which 
isn’t moving, give it a promotional 
shot in the arm and make it pay 
dividends. In this way a “building 
specialty” is any product for which 
there is a periodic or seasonal peak 
demand. 


Carport example. Changing de- 
sign in new homes affect potential 
for building specialties. Take ga- 
rages, for example. A garage by it- 
self as a package is a commonplace 
“product.” But in some localities 


the market has been especially ripe 
because of an abundance of garage- 
less homes. In these areas, dealers 
often keep year-around installation 
crews for the garage specialty. 
Beyond the garage package is a 
garage or a carport. Carports were 
constructed in conjunction with ap- 
proximately 30% of homes built in 
1956. Therefore, in the areas where 
carports dominate new home proj- 
ects, there is a big potential for 
those doors and building products 
which fit into carport conversion. 


A few new specialties are illus- 
trated below. Also see the New 
Products section in every issue of 
American Lumberman. 


R BEST WAY Ol? 
* €0lg 


ALL-STEEL BASEMENT DOOR is a spe- 
cialty item that can be sold with a new 
home or remodeling job. Display was 
photographed at Borland Lumber Co., Oil 
City, Penna. 





Sunken Garbage Unit 

The “Healthgard” foot-pedal gar- 
bage container pictured above can be 
safely buried right at the back door, 
say the makers. Device consists of a 
waterproof concrete outer shell which 
is covered at top by aluminum lid. The 
removable inner container is made of 
hot-dip galvanized metal, tapered for 
easy removal. Available in 30 gal. and 
22 gal. sizes. Geo. P. Forni Co., Dept. 
AL, Emeryville, Calif. 
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pane [ele 2 FOLD poors 


SOLVE 

ALL TYPES 

OF 

OPENING 

PROBLEMS 
Quickly! 
Economically! 





Versatile Folding Door 

The Paine Rezo-Fold door pictured 
above go into any opening quickly, 
claims the maker. Merchandised as a 
complete kit, the door and hardware 
are packaged in a ready-to-sell carton. 
No floor track or guide is required, it 
is said, because tongue and groove 
meeting stiles guarantee secure fit 
when doors are closed. The doors are 
of 138” thickness, available in two and 
four-door unit for opening from 2’ to 
6’ wide and 6’8” to 8’ high. Installa- 
tion sheet comes in each carton. Hard- 
wood panels feature all-wood grid 
core construction. Paine Lumber Co., 
Dept. AL, Oshkosh, Wisc. 


"10 Screws and It's Up” 

Many lumber dealers catering to 
do-it-yourselfers have been successful 
with aluminum combination doors. 
Above is the “Magni-Seal” door which 
features full length invisible hinge 
and overlap design, eliminating Z- 
bars, piano hinges and expanders, the 
maker explains. Installation there- 
fore requires only the fastening of the 
hinge strip with a half dozen screws, 
the insertion of a vinyl seal into a 
frame channel and insertion of closer 
and lock. Jasco Aluminum Products 
ty oS om AL, New Hyde Park, 


de ey 2 





Folding Shower & Tub Doors 


The new “Tub-master” 
and closed entirely within the stall 
doorway eliminating drip on floors and 
bumping of walls, claims the maker. 
It can be operated as a rigid, by-pass 
door, or can be folded away to less 


folds open 


than 6” at each end of a tub. Panels 
are made of shatterproof, high-im- 
pact polystrene which “gives” when 
bumped according to manufacturer. 
Available in white and most popular 
bathroom colors. Frames are of alu- 
minum. Retail prices range from $50 
to $60 for shower doors; $70 to $80 for 
tub enclosure doors. New Castle 
Products Inc., Dept. AL, New Castle, 
Ind. 


New Low-Cost Columns 


Metal railing and column sales in 
1956 are said to have reached $54 mil- 
lion, with an increasing percentage 
sold through lumber dealers. The 
three new styles of columns recently 
introduced by an Ohio manufacturer 
are now available either in a flat panel 
or in a corner panel style. These col- 
umns are adjustable in height and 
corner models will carry 2,000 pounds 
with a safety factor of 2, according to 
the maker. Because of mass production 
the manufacturer says that the price 


(continued on next page) 
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SELECTED NEW BUILDING 
SPECIALTIES 


(Also see New Products, page 70) 




















on these columns has been substan- 
tially reduced. Locke Manufacturing 
Co., Dept. AL, Ohio Street, Lodi, Ohio. 


Low-Price Enclosure 
Completely assembled and _pre- 
packaged, the new Showerama bath 


grilles. The packaging technique en- 
ables dealers to sell the enclosure 
directly from store displays without 
shop assembly. Daryl Products Co., 
Dept. AL, Miami, Fla. 


Center-hinged Doors 


There is a trend to steel folding 
doors in new homes. New entry into 
the market above consists of twin 
panels which glide aside to expose full 


ing or in baked enamel birch grain 
finish, says the maker. Heights are 
”, 68” and 8’, for opening widths 
to 6’. Package contains panels, 
hardware, _ installation instruction. 
Leigh Building Products Div., Dept. 
AL, Coopersville, Mich. 


4,000 Color Combinations 

Lumber and building material deal- 
ers sold a goodly share of the 200 
million square feet of plastic tile in- 
stalled in 1956. Above you see a new 
tile called “4 L” by its maker, avail- 
able in 11 marbled and plain colors 
which when used with 66 tile colors 
in the line make 4,000 color combina- 
tions available. The same manufac- 
turer features a 444” plastic grout 
strip, said to produce straight, even, 


enclosure has removable panels for 
easy cleaning, open-tract bottom, 
sand-etched design, towel bars and 


grout lines by professional or ama- 
teur. Artcrest, Dept. AL, 255 West 
79th St., Chicago 20, Ill. 


closet area. Called “Full-Vu,” the 
doors come flush style, finished in 
beige prime coat, suitable for repaint- 








more and more builders 
are saying: 


OMBINATION be 
¢ ADE MARK REGISTERED 
me 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... 


& Beautiful, Practical, 
can be painted in 








Bullder's Special 
Cat. #540 


Houses” 


Here’s the “dependable line 
of hinges to use in all light 
construction work”... 
that’s the trade’s way of 
saying, “We like to buy 
and use Griffin products.” 


two tone colors to 
match or harmon- 
ize with any color 
scheme you choose 





~ Ir The Sure-Grip 
/ Protecto-Plate 


A full line of wrought steel » | Look for the 

butts and all shelf hard- df 4 EASY-CHANGE trademark 
ware. Send for new catalog | YY _— branded on the edge 
sheet onour #540 Builder’s | MA | bf euch deer, 


Special. 


GRIFFIN 


“since 1899” 
MANUFACTURING CO. ERIE. PA. 
Circle No. 26 on Coupon, page 84 











with the 
Easy Change” 
locking Device 


TRADE MARK REG 
THE COMBINATION DOOR CO. 
FOND DU LAC, WISCONSIN 
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eeefor further particulars ask your 
Sash and Door Distributor or write - 


Cat. #88197 
Template Butts, Button Tips 
with permanently attached Bearings 





Dollar Bay 
Bessemer Mass Big Bay 


Ironwood Connorville Sault Ste. Marie 
Marenisco Marquette Newberry 


Park Falls Phelps 


Iron Mountain 
Lumber Laona 
Goodman 
OF 


Wisiesnss White Lake Menominee 


Marshfield Oconto 


FINE Neenah 
NORTHERN nee Grand Rapids 
HARDWOODS 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


* : a bsidi 
THolt Hardwood Co. . . « «ws « + Oconto, Wis, Goodman Lumber Company . . « + canmet& Hetla Inc. 
. ‘ . Sales Office: GOODMAN, WISCONSIN 
Maple, Birch, Beech, Oak Flooring. Strip. Assembled Block, Herring- Mills at: Goodman, Wisconsin and Mohawk, Michigan 
bone, Parquetry types; all types Heavy Duty Flooring. Northern Hardwoods, Hemlock, White Pine and Basswood 
Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 


+1), W, pete inee, Mich, | | . . 
Mer tai wach Pa sys 90 Mich. sRoddis Plywood Corporation. Marshfield & Park Falls, Wis. 


Custom kiln drying. Upper grades Hard Maple and Birch lumber, Roddis Lumber & Veneer Co. of Mich... Ironwood, Mich. 
rough. Roddis Lbr. & Veneer Co., Ltd. Sault Ste. Marie, Ontario, Can. 

Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 

Birch, Flg. Hdwd. Ven‘r'd Doors. Plywd. Modern Dry Kiln facilities. 


ss css + ss TE *Kimberly-Clark of Michigan, Inc. . . Oaiee Neenah, Wis. 


Mills—Marquette and Newberry, Michigan 


Sales Office — CHICAGO — 228 N. La Salle St. Mills at Marenisco, Mich. 
Hardwoods. Northern Hardwoods, White Pine. 


Planing Mills and Dry Kilns. Modern Dry Kilns. Expert Millwork. 


+Member Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Plywood Jobbers Seek 
to Improve Selling, 
Purchasing Position 


Discussion of ways to sell more 
plywood and improve equality of 
sales opportunity was the main fea- 
ture of the recent annual meeting 
of the National Plywood Distrib- 
utors Assn. 

“There is no question that the 
situation of the independent ply- 
wood jobber has progressively de- 
teriorated over the last six years,” 
declared Art Hood, chairman of 
American Lumberman’s editorial 
board. 

Hood said he saw _ evidences 
among jobbers that individual firms 
are working hard to correct the 
situation. 

“In a questionnaire sent to ply- 
wood jobbers, one jobber replied: 
‘Anything needed can be sold at a 
proper price by proper merchandis- 
ing’,” Hood said. 

The questionnaire revealed that 
the jobbers’ basic problem is wide- 
spread inability to sell a satisfac- 
tory volume of plywood at a profit- 
able price. Jobbers complained that 
their customers could buy below 
jobbers’ cost. 

Jobbers have a place. “Jobbers 
are a part of the team needed by 
the plywood industry,” said W. E. 
Difford, managing director of the 
Douglas Fir Plywood Assn. Difford 
explained that fir plywood mills 
aren’t designed to carry large in- 
ventories as the sawmills can do. 
He pointed out that the industry’s 


PRESIDENT-ELECT Albert Hersh, center, 
of the National Plywood Distributors As- 
sociation, with retiring president Earl 
Thuresson, left, and Art Hood, American 
Lumberman editorial board chairman, right. 


inventory has to be carried in job- 
bers’ warehouses. 

An optimistic sign for the entire 
industry was reported by Difford. 
“The week of June 3 was the first 
time this year that new orders at 
the mills passed the new order vol- 
ume of a year ago.” 

Difford urged the jobbers to con- 
centrate their attention on selling, 
not on how cheaply they can buy. 
He promised the full support of his 
industry trade promotion organiza- 
tion in this selling campaign. 

Mill relations program. An ag- 
gressive program of selling the idea 
of jobber distribution to plywood 
manufacturers is being carried on 
by the jobber group. To further this 
program, the association’s office is 
to be transferred from Chicago to 
Portland, Ore., in mid-summer so 
as to be closer to mill management. 





Sash-Door Jobbers Meet, Re-elect Officers 


“Modernized mortgage plans 
would have permitted construction 
of 300,000 more houses in 1957 than 
are going to be built,” said John 


HEADING Southern Sash & Door Jobbers 
Assn. are, | to r, president F. R. Wedding- 


ton; Thomas Birchfield, secretary-treas- 
urer; and vice-president J. W. Zuber. 
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M. Dickerman, speaking before the 
recent annual meeting of the South- 
ern Sash & Door Jobbers Assn. 
Dickerman, executive director of 
the National Association of Home 
Builders, pointed out that these 
missing 300,000 homes would have 
taken 4.2 million windows and 3.6 
million doors which now must re- 
main in jobbers’ stocks. 


Tighter dealer credit asked. 
Close processing of dealer credit 
risks was asked by several jobbers 
appearing on the convention’s dis- 
cussion panels. Among others, Joe 
Davidson, Davidson Sash & Door 
Co., Inc., Lake Charles, La., ad- 
vocated tightening of credit to deal- 
ers and the exchange of credit in- 
formation among jobbers to avoid 
unnecessary losses. 


MacArthur & Ebert Open 
Florida Headquarters 


W. M. “Bill” MacArthur tried re- 
tirement in Florida, but it proved so 
irksome that he reactivated his 
company, MacArthur and Smith, 
Inc., of Chicago, to handle products 
for jobbers. But Bill found he had 
“sand in his shoes,” and because of 
the availability of M. D. “Dink” 
Ebert, they got together and moved 
their company headquarters to Ft. 
Lauderdale, Fla. 

Ebert and MacArthur are now the 
sales licensee under the Gate City 
patents in marketing the Gate City 
window under the program now 
known as the Awn-O-Matic wood 
awning window. Ebert resigned 
from Gate City at the end of 1956 
after 31 years’ association to engage 
in other business activities—princi- 
pally, the Awn-O-Matic program. 

Offering a wide range of products, 
MacArthur & Ebert plan to confine 
their territory to the states of 
Texas, Arkansas, Kentucky, West 
Virginia, Washington, D. C., and 
Maryland, and all other states east 
and south. 


Wiegand Elected Pres. 
of National-American 


Major theme of the 65th annual 
meeting of the National-American 
Wholesale Lum- 
ber Association 
held at Bretton 
Woods, N. H., 
was it’s good 
business to do 
business with 
wholesalers. 
Over 350 dele- 
gates and their 
guests were en- 
thusiastic in 
their praise of the business pro- 
gram and excellent speeches. A high 
point of the two-day meeting was a 
panel discussion on lumber whole- 
salers’ problems, which was held for 
the third successive year. _ 

Retiring president J. Philip Boyd, 
J. Philip Boyd & Co., Chicago, asked 
the wholesalers to support the asso- 
ciation’s current publicity cam- 
paign in behalf of wood, including 
all species of hardwoods and soft- 
woods, as a time-tested construction 
material. There is a proper use for 
all grades of all species and like 
manufacturers, the wholesalers’ 
livelihood depends on lumber, he 
said. 

Boyd, who had served as president for two 
terms, was succeeded by Martin T. Wiegand, 
Martin Wiegand, Inc., Washington, D. C. A 
former Snark of the Universe, Wiegand is the 
40th president of the association. Other officers 
elected were: first vice-president, Donald R. 
Meredith, D. R. Meredith Lumber, Inc., Mad- 
ison, Conn.; second vice-president, J. Ward 
Allen, Allen-Stoltze Lumber Co., Ltd., Van- 
couver, B. C.; executive vice-president, Sid L. 
Darling of New York, who also was elected to 
serve as secretary. 

National-American’s 66th annual meeting will 


be held at The Broadmoor, Colorado Springs, 
Colo., May 28-29, 1958. 


Wiegand 
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10 POUNDS 
OF ‘‘ARDOX’’ 
NAILS = 
1,350 NAILS 


“ARDOX: SPIRAL 
provide higher count 


ARDOXxX spiral nails cost less per nail because the 
user gets more nails per pound. The spiral in the 
nail results in lower weight per nail. For example, 


there are approximately 4,100 more nails in a 100 Ib. 


box of 24%4 x 10% ARDOX spiral nails than there 
are in a 100 Ib. box of similar length commen nails. 

Get the facts about this superior, threaded-to- 
the-head nail, made from J&L high quality, higher 
carbon steel. For complete information on how 


8d ““ARDOX"’ 
150— 


en eee Oe eNO 
8 40. 1. :-20...28..N 


DAYS BEFORE WITHDRAWAL 


INCREASED HOLDING POWER 


The ARDOX full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails ... gives you stronger, 
longer-lasting construction. Graph proves 
holding power of eight penny ARDOX nails 
driven into white pine, 10% moisture. 
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LESS SPLITTING 


The ARDOX spiral nail turns like a screw 
when driven... threads its way into the 
wood with minimum fiber damage. The 
stiffer shank of the ARDOX spiral nail, 
with less metal bulk, greatly reduces the 
tendency to split. 


Circle No. 29 on Coupon, page 84 


10 POUNDS 
OF COMMON 
NAILS = 
940 NAILS 


NAILS 
per pound 


ARDOX full spiral nails can cut your costs, write 
to the Jones & Laughlin Steel Corporation, Dept. 
439, 3 Gateway Center, Pittsburgh 30, Pennsylvania. 


Jl Jones & Laughlin 


STEEL... a great name in steel 




















EASIER DRIVING 


Despite greater holding power, the ARDOX 
spiral nail actually requires less driving 
force. It speeds construction, reduces op- 
erator fatigue. Laboratory and field tests 
prove that ARDOX spiral nails are up to 
30% easier to drive. 





67 





New Home Improvement Mats for You 


The new series of ADservice mats includes many ex- 
cellent illustrations for your home improvement adver- 
tising—add a room, kitchens, recreation rooms, garages 
and many other popular projects. These mats are offered 


to dealers at extremely low cost. Send coupon below for 


big free book showing mats and suggested layouts. 





ADD A ROOM 


...and enjoy 
“NEW HOME” 
LIVING SPACE 


SIGNATURE CUT HERE 














ADD A ROOM. 5. se 


" wo HOME?” comfort at the old address 





















































LOW AS $00 PER MO. 























YOUR NAME 





YOUR NAME 

















AMERICAN LUMBERMAN 
139 No. Clark St., Chicago 2, Illinois 


(1 Send me FREE No. 2 ADservice catalog 

(J Send me mat page No. 27. | enclose $3.95 

(CJ Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 
Name 

Firm 


Street 


City 





























ADD A ROOM. ..: «i 


“NEW HOME” comfort at the old address 


Here's the quick, economical way 





to give your family “growing room” 
.. to get the extra space you need 
with minimum cost and inconven 
rence. 
Whether you want a big modern 





wood-paneled family room with 
floor-to-ceiling glass . . . or a cozy 
den-bedroom for a teen-age boy or 
girl we'll help you plan it. And 


we'll tell you about our “pay as you 





enjoy” budget payment plans. Let 


us give you an estimate! 





MONEY 
DOWN 





AS LOW AS °O0 PER MO. 
























































YOUR NAME 











These suggested layouts show how you can use AD- 
service mats in ads of various sizes. Your newspaper 
can set up your ads to look like these, or you can 
arrange the individual mats in layouts of your own. 

Left: 1 col. x 11 in. ad with mats nos. 295, 258, 271. 

Center: 2 col. x 11 in. ad using mats nos. 287, 292, 
293, 294, 295. 

Right: 3 col. x 16 in. a with mats nos. 290, 288, 289, 
291, 592 293, 294, 295, 273 


way 
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Mats shown on this page are actual size. The 
new No. 2 ADservice contains 109 illustrations 
of products, applications and completed projects. 


























FAMILY ROOM GUEST ROOM 
MAT NO. 288 MAT NO. 289 












































Added Room 














Acoustical Tile MAT NO. 294 
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TV ROOM 
MAT NO. 291 


























DEN OR STUDY 
MAT NO, 292 
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PLAY ROOM 


MAT NO, 293 


A REAL BARGAIN 








This complete mat page 
only $3.95. Or you can 
order the new service of 
12 mat pages for only 
$44.90. (Actual cost to 
American Lumberman 
for original art, plates, 
etc.—over $9,000!) 
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Decorative Laminate Pattern 
Flitter, a new modern pattern by 
Pionite plastic laminates, glitters with 
flecks of metallic gold and silver on 
backgrounds of white, charcoal or tur- 
quoise. Flitter is designed for contem- 
porary dinette tops and for paneling 
in bathrooms, beauty shops, ete. It 
lends itself effectively to solid color, 
two-tone, or distinctive parquet de- 
signs. Pioneer Plastics Corp., Dept. 
AL, 28 Goodhue St., Salem, Mass. 
Circle No. 201 on Coupon, page 84 


Accessible Ceiling Tile 

Fiberglas Access Tile is the latest 
addition to the Fiberglas line of noise 
control products. It is said to provide 
the only standard concealed suspension 
system ceiling which has full accessibil- 
ity to the space above. Available in 
Textured, Fresco, Perforated, Striated 
and Random Perforated finish, Fiber- 
glas Access Tile measures 12” x 24” x 
%” and is specifically kerfed for in- 
stallation on a concealed “Z” spline 
mechanical suspension system. Owens- 
Corning Fiberglas Corp., Dept. AL, 
National Bank Bldg., Toledo 1, Ohio. 

Circle No. 202 on Coupon, page 84 


Bearing Piates 
Steel bearing plates 


Cabinet 
Early American hard- 
ware line is available in 


Norman-Size Face Brick 


The new Norman-size Tebco face 
brick is made with a matt-finished sur- 
face. Nominal size is 2”x4”x12”, 
claimed to emphasize horizontal width 
of the building. Manufacturer says it 
is suitable for interior use, also, in 
planters, fireplaces and entire walls. 
Evans Brick Co., Dept. AL, Uhrichs- 
ville, Ohio. 

Circle No. 203 on Coupon, page 84 


Casual Random Acoustilite 


Casual Random Acoustilite, a new 
acoustical tileboard, has an attractive 
informal pattern of cleanly drilled 
holes. The durable prefinished surface 
is flame-resistant and has painted bev- 
els. Its smooth white surface offers 


high light reflection. Available with 
butt edge in %” and %4” thicknesses, 
12” x 12” size, and with tongue-and- 
groove joint in %” thickness and sizes 
of 12” x 12” and 12” x 24” center 
grooved. Insulite, Dept. AL, 500 Invest- 
ors Bldg., Minneapolis 2, Minn. 
Circle No. 204 on Coupon. page 84 


Vista-Vue Medicine Cabinet 


A new concept in bathroom luxury 
and design is provided by the Vista-Vue 
medicine cabinet. Two large framed 
mirrors open easily to give Vista-Vue 
vision, an instantaneous reflection from 
every angle. Framed in a gleaming 
rustproof chromed zine molding, the 
cabinet has both eye sales appeal and 
ample storage space. Other features 
include lucite knobs, slip-proof shelves 
and optional end-to-end fluorescent fix- 
ture. Four Vista-Vue models are avail- 
able in two popular sizes. Mirro- 
Chrome Co., Inc., Dept. AL, 250 W. 
57th St., New York 19, N. Y. 

Circle No. 205 on Coupon, page 84 


Sandalwood Forest Hardboard 


A prefinished, platinum colored 
hardboard named Sandalwood that 
needs no painting and costs about the 
same as an unfinished panel is now 
available in five new products. A 
tongue-and-groove panel 16” x 8’ that 


(continued on page 72) 
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Hardware 


Aluminum Shutter 
Aluminum shutters, 55” 


Steel Stringers 
Installing an exterior 
stair to a basement and 


solve builder’s problem of 
anchoring wood post to a 
masonry floor; also holds 
post %” off floor away 
from water damage. R. G. 
Coffman Co., Inc., Dept AL, 
Orlando, Fla. 

Circle No. 206 on Coupon. page 84 
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antique copper, black and 
Swedish iron. The line cov- 
ers a full range of sizes in 
all types of hinges. Aubrey 
Hardware Mfg., Inc., Dept. 
AL, Union, III. 

Circle No. 207 on Coupon, page 84 


by 16”, as well as center 
ornaments are available in 
all 18 Alside colors. Pack- 
aged one set to a carton. 
Alside Aluminum Siding, 
Dept. AL, 1415 W. Water- 
loo Rd., Akron, Ohio. 
Circle No. 208 on Coupon, page 84 


covering the stair opening 
with a metal hatchway is 
simplified by the use of 
new steel stringers. Bilco 
Co., Dept. AL, 37 Water 
St., West Haven, Conn. 

Circle No. 209 on Coupon, page 84 


August 5, 1957, AMERICAN LUMBERMAN AND 





Bradley’s Straight-line 

Oak Flooring is the 

craftsman’s choice. Specially 
designed saws produce 

straight strips for the 
flooring machines. This 
Bradley exclusive assures 
your customers of a straight 
“mirror smooth” oak floor 
every time. Bradley Oak 
Flooring is available finished 
or unfinished. This is but one 
of the many fine products made 
by Bradley. See your Bradley 
representative for all your 
lumber needs. 


me 


\ Gs A\ 


BAD NEY 


HOWE OF FCS WARREN, AR RRMSAS 


BUILDING PRODUCTS MERCHANDISER Circle No. 30 on Coupon, page 84 








NEW PRODUCTS 


(begins on page 70) 





features hidden nailing; Random Plank 
pattern in %4” x 4’ x 8’ panels with 
shiplap joint for interior or exterior 
walls; perforated and plain panels 
1%”, 3/16” and %4” thick from 2’ x 4’ x 
16’, and smooth two sides in 4’ x 8’ 
panels %” and %” thick for walls 
over studs and cupboard or sliding 
doors. Forest Fiber Products Co., Dept. 
AL, P. O. Box 68-P, Forest Grove, 
Ore. 
Circle No. 210 on Coupon, page 84 
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Slide Door Medicine Cabinets 
A new line of sliding door medicine 
cabinets is available in fluorescent side 
lighted, top lighted and _ unlighted 
styles. It is claimed this line provides 
low inventory and eliminates duplica- 
tion of models. The units have polished 
plate glass sliding mirrors, electro- 
copper plated and protected by four 


coats of sealing paint over the silver- 
ing. Silvering is fully guaranteed. 
Mirrors are of 1%” plate glass, with 
ground and sealed edges. All cabinets 
are equipped with two glass shelves, 
with eight shelf adjustments. Each 
series of Bennett Bilt Sliders is avail- 
able in three models: petite, deluxe 
and king size. The Bennett Mfg. Co., 
Dept. AL, Alden, N. Y. 
Circle No. 211 on Coupon. page 84 


Lockbolt-type Fasteners 


The type CL Commercial Huckbolt 
fastener replaces hot or cold drawn 
rivets, bolts or welding. It consists of 
two parts, a pin and a collar. It is 
installed with standard Huck tools. 
The pin is inserted from one side of 
the work; the locking collar is then 
placed over the extending pin tail. The 
gun is applied with the swaging anvil 
contacting the collar and the chuck 
jaws engaging the pull grooves. As 
the gun operates, the collar is pushed 
and the pin is pulled. The collar is au- 
tomatically swaged into the locking 
grooves of the pin. Available in pin 
diameters of 3/16”, %”, 5/16”, %” 
and %”. Pins and collars are available 
in mild steel and alloys. Huck Mfg. 
Co., Dept. AL, 2480 Bellevue Ave., De- 
troit 7, Mich. 


Circle No. 212 on Coupon, page 84 


Roll-Up Awnings 

New Artcraft roll-up aluminum 
awnings incorporate a roller bearing 
in the stainless steel end-cap and a 
floating spring action said to make 
raising 50% easier. Prewound spring 
is said to eliminate installation labor, 
making the awning safer to install. 
Adjustable hinges aid in easy instal- 
lation. Adjustable cord clips and 
dacron cords are included in the new 
line. An aluminized front tube practi- 
cally eliminates deflection even in 
widths of 16’ or 18’. Also available in 
the line is a camel-back awning for 
use with casement windows. Artcraft 
Awning Co., Dept. AL, 3958 Olive, St. 
Louis, Mo. 

Circle No. 213 on Coupon, page 84 


Estimates Paneling 
New estimator charts are available 
to enable the salesman to make rough 
but safe quotations on paneling rooms 
with Marlite. The charts provide a 
complete figure for materials, includ- 
ing paneling, adhesive, moldings, calk- 
ing, polish, touch-up, cleaner solvent 
and cutting waste. There are separate 
estimator charts for T & G planks and 
blocks and for 4’ wide sheets. Charts 
are free for dealers and their contrac- 
tors. Marsh Wall Products, Inc., Dept. 
AL, Dover, Ohio. 
Circle No. 214 on Coupon, page 84 
(continued on page 74) 


Redwood Stain 
A display board, 17” x 
23”, has 8 redwood panels 
fastened to it, showing the 
firm’s four colors in both 
one and two coats. Olympic 
Stained Products Co., Dept. 
AL, 1118 Leary Way, Seat- 
tle, Wash. 
Circle No. 215 on Coupon, page 84 
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Nail Cartons 


Handy-Pak cartons con- 
tain 1, 5, 10 and 25 pounds 
of Triple Xtra Nails fit 
into a new shipping car- 
ton, holding 50 pounds. 
Mid-States Steel & Wire 
Co., Dept. AL, Crawfords- 
ville, Ind. 

Circle No. 216 on Coupon. page 84 


NaTese Food Genter 


The motor of the many 
purpose NuTone Food Cen- 
ter is available built into 
the top of the 42” Tappan 
Drop-In Range. It saves 
steps, operates 5 appli- 
ances. NuTone, Inc., Dept. 
AL, Cincinnati 27, Ohio. 
Circle No. 217 on Coupon, page 84 
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Magic-Lift Hardware 
Magic-Lift is now of- 
fered as hardware only. It 
uses no tracks. Patented 
“7 bracket” folds the door 
open or unfolds it closed. 
R. W. Allen Co., Dept. AL, 
965 Center St., San Carlos, 
Calif. 
Circle No. 218 on Coupon, page 84 
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suddenly... 
(oshisnable new inten 
cell (ov FOLDING DOORS 
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Great for big sales action in new and remodeled homes 


) FO,D-4S DE 28bvan 


Only Acme FOLD-ASIDE hardware fits more applications—ward 
robes, room dividers, bar-top shutters, connecting passageways, etc. 
Profit now by having the right hardware to serve this smart new 
style trend. 

Acme Hardware is your Profit line backed by superior design, 
advertising promotion and point-of-purchase sales aids. Check these 
profit-making reasons why FOLD-ASIDE is first choice with home- 
owners and builders: 


e Doors Fold-Aside to full width 

e No Floor Track 

e Designed for Quick Installation 
Fits any opening up to 6’ 0” 
Adjusts Vertically and Horizontally 
Smeoth Door Operation 
Compact Packaging 


see your jobber... or write 
today for full details. 


Gp. ACME APPLIANCE MANUFACTURING CO. 


35 So. Raymond Ave., Pasadena, California 
Circle No. 31 on Coupon, page 84 
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STRENGTH 
for heavy duty 
GRAIN 

for finish beauty — 


you get them both with 


LARCH 


one of the dependable woods 


from the Western Pine mills 


Larch is a strong, beautiful wood that 
can be used ideally for either structural 
purposes or for many types of interior 


architectural woodwork. 


It comes in 3 select, 5 common, 3 
structural, 4 dimensional grades, and 
can be ordered in straight or mixed car 
lots along with other woods from the 


Western Pine mills. 


Get the facts on LARCH. Write 
for the FREE illustrated booklet 
to WESTERN PINE ASSOCIATION, 
Yeon Bldg., Portland 4, Oregon. 


The Western Pines 


| and these woods from 


idaho White Pine | the Western Pine mills 
' WHITE FIR 


Ponderosa Pine INCENSE CEDAR 
RED CEDAR - DOUGLAS FIR 


Sugar Pine | ENGELMANN SPRUCE 
LODGEPOLE PINE - LARCH 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 


Circle No. 32 on Coupon, page 84 
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Automatic Sewer-O-Matic 


Basement flooding can be stopped 
economically with automatic Sewer-O- 
Matic, says manufacturer. The new 
flood-preventing device serves as an 
extensible standpipe, a seal against 
sewer odors and vermin and as a base- 
ment flood drain. The Sewer-O-Matic, 
a corrosive resistant and shatterproof 
unit, is installed in normal 3” or 4” 
floor drains, flush with the floor. It 
replaces the old grille drain. When 


sewers back up or flood waters rise, 
the Sewer-O-Matic automatically rises, 
giving up to 32” of flood protection. 
Sewer-O-Matic, Inc., Dept. AL, 5926 
S. Racine Ave., Chicago 36, IIl. 
Circle No. 249 on Coupon, page 84 


DOUBLENGTH 
CLAY PIPE 


KEEPS INSTALLATION 
COSTS DOWN 


With today’s higher labor costs, the cost of 
installing a sewerage line can actually dwarf the 
cost of the materials themselves. That’s why 
it always pays to insist on Evans DoubLength 
Clay Pipe. Because it’s longer—up to twice as 


} 


) WET long as ordinary Clay Pipe 
“4 handling, fewer joints. You get the benefit of 


it requires less 


lower installation costs, plus all the advantages 
of never-wear-out Vitrified Clay Pipe. 


Wedge-Lock’* 


PRECISION JOINTS 





»,§ 
aR 





Re oc ties - 
TEBCO FACE BRICK 
Is available in 3 textures 
and 16 colors for distinc- 
tive, long-lasting building 
exteriors. Write for port- 
folio of full-color literature. 


... eliminate mortaring, 
collaring, and pouring 
operations. Joints are 


Se 2 perertions. Joints ate 
1 é t 
if t simply painted wi 


Wedge-Lock Adhesive 
and shoved home. 
Wedge-Lock factory- 
made plastic joints are 
root and infiltration re- 
sistant; providea tighter 
more flexible line. 

* Pat. Pending. T.M. Reg. App. For. 








PIPE COMPANY 


GENERAL OFFICES, UHRICHSVILLE, OHIO TELEPHONE 700 
FAMOUS FOR FIFTY YEARS OF FASTER, FRIENDLIER SERVICE 


74 Circle No. 33 on Coupon, page 84 





Pattern in Fiber Glass Panels 


Translucent panels with colorful 
pattern fused between layers of rein- 
forcing fiber glass and polyester resin 
duplicate the pattern, texture and 
color of fabrics. Panels are said to be 
weather-resistant and generally im- 
pervious to chemical corrosion. A wide 
choice of modern patterns and colors 
are available. Panels are 32”x96", with 
small or large corrugations, in 36”x96” 
flat sheets. Kemlite Corp., Dept. AL, 
101 N. Republic Ave., Joliet, Ill. 

Circle No. 250 on Coupon, page 84 


WEATHER 


Outer Door Weather-Stripping 

Developed specifically for use on 
garage door bottoms, Shuford’s Ga- 
rage or Outer Door weather stripping 
is easy to install. Hammer and scissors 
are the only tools needed. The 1-5/16” 
width of Shuford’s product makes it 
fit almost any outside door. It is at- 
tractively packaged in a do-it-yourself 
kit containing 9 continuous feet with 
necessary nails and instructions. Avail- 
able also in 100’ reels. Comes in white, 
gray and brown colors. Shuford Mills, 
Inc., Dept. AL, Hickory, N. C. 

Circle No. 251 on Coupon, page 84 


Tel-Cal Joist Hanger 
Time-saving application is one of 
the many features claimed for this 
new Teco-Cal joist hanger. A unique 
design, it is formed from heavy-gauge 
galvanized sheet metal and comes 
complete with special 1%” nails for 
mounting. Only two sizes are required 
to handle all 2” dressed lumber from 
2x 6 to 2 x 14. Flush joints, top or 
bottom, are easily achieved without 
mortising. In addition to cutting in- 
stallation time, this new hanger is 
said to eliminate shrinkage problems 
and provide a strong connection. Tim- 
ber Engineering Co. of Calif., Dept. 
AL, 1485 Bayshore Blvd., San Fran- 
cisco, Calif. 
Circle No. 252 on Coupon, page 84 
(continued on page 76) 
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No wonder 


ELMER: 
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is the fast-selling 
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ELMER’S® 
GLUE-ALL 


Here's the modern plastic 
glue that sticks fast and 
Strong. Dries clear, won't 
Stain. Ideal for wood, paper 
cloth, pottery—any porous 
material. In handy squeeze 
bottle, plastictube, and glass 
jars; sizes from 19¢ up 





V——7 


ELMER’S® 


ELMER’S® 


WATERPROOF GLUE CONTACT CEMENTS 


It's the glue that boating ex- 
perts use. Exceeds military 
specifications for waterproof 
glue. Resistant to acids, al- 
kalis, fungus, rot. Super 
bond is stronger than the 
wood itself. Ideal for any 
outdoor project. 


Both regular and non-flam- 
mable types. Bond plastic 
laminates to plywood 
quickly, without clamps or 
presses. Highly resistant 
to heat and moisture. Also 
for installing plywood wall 
panelling without nails. 


A glue for every job 
... made to do a better job! 


ate . see 
oe mr oa 


er ee 


io 


’ All 3 nationally advertised 
in the leading magazines 


read by glue users 


@ SATURDAY EVENING POST 
@ POPULAR MECHANICS 

@ POPULAR SCIENCE 

@ MECHANIX ILLUSTRATED 

@ AMERICAN HOME 

@ BETTER HOMES & GARDENS 
@ SUNSET 


a profit-building merchandising idea . . . 


a free ‘‘Glue-It-Yourself Corner” kit 

Glue-It- ; Get yours today. Includes attractive “Glue- 

amoet CORNED’ It-Yourself Corner” sign that will brightly 

flag your glue department . . . shelf strips 

... idea sheets” to help increase sales... 

customer literature . . . Elmer's Glue Chart. Ask 
your distributor for yours, or write us direct. 


+h . 7 
THE ELMER LINE IS THE STRAIGHT LINE TO GLUE PROFITS! 


The Borden Company, Chemical Division, 350 Madison Ave.. New York 17. N.Y. 
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Symbols of Quality 


Bie 
In 
silver it’s sterling... 


In 
REDWOOD it’s... 


Only when backed by 
proven performance 
can a trademark 
become a symbol 

of quality. Union 
Lumber Company's 
NOYO has become a 
“buy-word” for the 
finest in Redwood 
through three-quarters 
of a century of service. 
When Redwood 
specifications 

call for the finest— 


® Certified Dry 
® Pattern & Panel 
® Pickets & Mouldings 


—make sure your order 
goes to Union Lumber 
Company where 
unexcelled facilities, 
perpetual timber 
supply and finest 
workmanship mean 
satisfaction. 


MIXED CAR SHIPMENTS 


Careful efficient loading 
and checking say 

“thank you"’ for your 
order. It proves, ‘Once a 


Noyo Dealer —always."’ 


UNION LumBER COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 


THROUGHOUT THE NATION 


Member California Redwood Association 
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NEW PRODUCTS 


(begins on page 70) 





Plastic Mosaic Tiles 

Mosaic wall tiles are now being pro- 
duced from plastic, it is announced. 
The easily installed, colorful tiles are 
available mounted on 16”x16” fabric 
panels containing 441 individual, 
smooth-edged plastic tiles made from 
polystyrene supplied by Catalin Cor- 
poration of America. Called Tri-Bond 
mosaics, the tiles have the appearance 
of expensive mosaics, yet are no more 
costly than ordinary plastic wall tiles, 
it is said. Manufactured by the Mastro 
Plastics Corp., Dept. AL, 3040 Webster 
Ave., New York, N. Y. 
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Wood Sectional Garage Doors 

A complete line of wood sectional 
upward-acting garage doors has been 
added to the Morrison Roly-Doors. The 


new doors are available in three, four 
and five section styles, in 2, 3, 4, 5, 6, 
and 8 panels, in both equal and un- 
equal panel arrangements. Stock sizes 
are. 6, 2, 10; 12’, 14, 15, and 16’ 
widths and 6'6” and 7’ heights. Some 
models will be offered in 8’ and 10’ 
heights. Stock doors will have one row 
of panels left open for glazing; solid 
panel doors are available as an extra. 
Morrison Roly-Door Div., Morrison 
Steel Products, Inc., Dept. AL, P. O. 
Box 3008, Buffalo 7, N. Y. 
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Long-Life Router Bits 


Router bits of a new type of steel 
are said to have longer life at high 
operating speeds. The steel is an al- 
loyed and heat-treated chrome-cobalt 
high speed steel. The bits are stocked 
in straight and spiral types. Straight 
fluted bits range from 1/16” to 2” dia.; 
spiral fluted bits from %” to %” dia. 
All have straight shanks, either single 
or double ends in some sizes. Spiral 
fluted bits also are available with 


inverted taper shank, single or double 
fluted, in 5/16” and 21/64” dia. Detroit 
Tap & Tool Co., Dept. AL, 8615 E. 
Fight Mile Road, Baseline, Mich. 
Circle No. 22] on Coupon, page 84 


Base Cabinet for Beverages 


Kitchen Maid Triple-H Kitchens 
offer a special base cabinet for the 
storage of beverages. Two slide-out 
drawers in the new unit employ egg- 
crate type partitioning to protect bot- 
tles against breakage or spillage. Bot- 
tle compartments are in varying sizes 
to accommodate a variety of different 
size containers. The new beverage 
base is being offered in 18” width. The 
beverage unit is one of more than 30 
outstanding special-purpose features 
in the Kitchen Maid Triple-H offering, 
which is comprised of three separate 
lines. The Kitchen Maid Corp., Dept. 
AL, Andrews, Ind. 
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FOR THOSE FAST imPuLsE SALES / 


The big, new Heller Flexible View dis- e 
play fixtures incorporate style, grace 
and beauty into a practical display that 
can be profitable to you. Your mer- 
chandise is always at proper, conveni- 
ent level, attractively displayed where 
customers can see and buy... more! 

Available in an amazing range of en- 
gineered sizes to match every need, 
Heller fixtures have the dollar-saving 
conveniences you can’t afford to miss. 


Write today for facts on Heller Flexible View fixtures! 
Help yeurself cash in on those fast impulse sales. 


Quick Assembly 
~Easy Arrangements @ 


Great Strength— Heavy 
Duty Construction @ 

Larger Display Areas 

Cc pl ry Adj bility 








New Stylized Design 
—Mar Resistant Finishes @ 


Handles all types 
of Merchandise 
— Greater Capacities @ 


More Display for 
your fixture dollar @ 


Ww. ¢. Heller & CO. 
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for 1000 to 10 





TELETYPE 


Montpelier, 
Ohio 





“CONTROLLED ATTRACTIONS om PN 


at. F ENCH LIC 


THE MID-WEST'S FINEST 
CONVENTION RESORT HOTEL 
WITH ALL CONVENTION FACILITIES 


‘ Plan your Meeting where there is C. A. (controlled 
attractions). Your delegates will attend and enthuse over a 
sojourn to the finest year around Convention Center featuring 
the best in golf (two 18-hole courses) indoor and outdoor 
swimming, tennis, Skeet and Trap shooting, fine food and 
entertainment, plus world-famous Mineral Waters and Baths. 


All these attractions are part of the French Lick- 
Sheraton, and thereby at your control—no outside influences 
to detract from that all-important Meeting. 


Your delegates deserve the best—give it to them. All 
inquiries appreciated and answered promptly. 


Completely air-conditioned 
guest rooms, convention | 
and meeting facilities < 


ICK: 


INDIANA 
~. For Reservations or Literature 
Lc Write to: 
FRENCH LICK HOTEL 
PHONE LD 113 
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SUPERKLEEN'S ‘Short Course’’ in selling is 


Er oo = = ieee one) 
“SUPERKLEEN 9 | SUPERMLERN @ US HES} - PAINT?” 


BRUSH BAR 


— 
A 3+ 


Employees of San Diego Glass and Paint Co. earn 
while they learn and Red Ostrom, manager, profits in 
increased volume! Their textbook is Superkleen’s free 
“Brush-Ups” Booklet — a 24-page, illustrated, pocket- 
size guide for retail store people. 

“This is one of the best, down-to-earth selling guides 
I've ever seen,” Mr. Ostrom says. “I’ve had sales in- 
creases in my paint department and every other de- 
partment where employees put these tested and proved 
sales tips into use.” Mr. Ostrom says his Superkleen 
P.B.M.C. (Paint Brush Merchandising Counselor) in- 


YOUR P.B.M.C. AND THESE SALESWINNERS 
are ready to work for you right now! 


Exclusive Multi-Item Merchandisers 
Dynamic Sales-Mobile @ Lady Sue Self-Merchandiser 
Sellagram — Your Bi-Monthly Merchandising News 


Complete Selling Guide for Retail Salespeople 
Brush Tips Folder & Dispenser @ Brush Selector Chart 


* 
* 
@ Profit-Protecting Brush Department Inventory Control 
* 
e 
@ Self-Selling Space-Saver Display Vendors 


Manager Red Ostrom of San Diego Glass and 
Paint Co. (right, standing) and Superkleen 
Paint Brush Merchandising Counselor, Harvey 
Benn (center, standing) go over some selling 
points in the Superkleen ‘Brush-Ups'’ booklet 
with a group of the store's employees. 


troduced him to the selling guide and helped him “sell” 
his staff on the value of “learning while they earn.” 
“My P.B.M.C. has been mighty helpful in many other 
ways, too,” Mr. Ostrom says, “from keeping our brush 
inventory well balanced to filling me in on new 
merchandising ideas. His services are an important rea- 
son why I’m sold on Superkleen’s year-round dealer co- 
operation program.” 

The only complete, year in, year out dealer co-opera- 
tion program in the industry is available to you right 
now! Ask your Superkleen P.B.M.C. or write us today! 





Now, the old Pros want the new nylons 


SUPERKLEEN 
MACKINAC WALL BRUSHES 


Contractors from coast to coast are prais 
ing Superkleen Mackinacs for top per- 
formance in applying latex rubber-base 
and polyvinyl acetate paint. Typical 
comments are — “Get more work done 
per hour” ... “Last 3 times as long 
If you're going to keep your pros happy 
and profitable customers for you 
better stock Mackinacs, bristled with 
100% Du Pont Tynex Nylon 








E DIVISION OF DEVOE & RAYNOLDS COMPANY, INC. 
DEPT. L-47 PRINCETON, INDIANA 
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Merchandising Banner 

New merchandising aids for Shop- 
mate Portable Electric Power Tools 
are announced. The attractive banners 
are finished in brilliant red and black. 
Printed on both sides and easily hung 
on wire or affixed to window, wall, etc., 
they are 11” x 17”. They are said to 
have plenty of “stopping power” so 
the dealer can give his selling story. 
Portable Electric Tools, Inc., Dept. 
i 320-340 W. 83rd St., Chicago 20, 


oo 
a 


Space Saver Glue-Bar 
A new all-metal counter Glue-Bar, 
15%” wide, may be hung from a peg- 
board, too. It concentrates an assort- 
ment of Wilhold Glues in a small space 
for dramatic counter effect. Acorn 
Adhesives Co., Inc., Dept. AL, 678 
Clover St., Los Angeles 31, Calif. 
Circle No. 225 on Coupon, page 84 
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A Packaging First by Pet 
“Handle with care. This carton con- 
tains the world’s finest power tool.” 
So reads the legend on the new fam- 
ily of packages for Pet job-tested 
power tools. This family of cartons is 
said to be a packaging first in the 
power tool field. Created to dress up 
the dealer’s shelves, the new cartons 


Liquid-Lite Satin Enamel 

A new display unit for O’Brien’s 
Liquid-Lite Satin Enamel consists of a 
giant board with double easels. Silk 
screened in three colors, it has 16 large 


are white and forest green. They are 
produced by Industrial Containers 
Corp., Chicago, and were designed by 
the firm’s agency, Marvin Gordon and 
Associates, Chicago. Portable Electric 
Tools, Inc., Dept. AL, 320 W. 83rd St., 
Chicago, Il. 
Circle No. 223 on Coupon, page 84 


wooden knobs mounted on it. Each of 
the knobs is finished in one of the 
standard colors and shows both the 
color and the sheen of the enamel in 
an unusual fashion. Liquid-Lite Satin 
Enamel is merchandised as a compan- 
ion line with O’Brien’s Sateen Latex 
Wall Finish and affords the customer 











Smooth, positive action on storm and 
screen doors up to 144” thick. Protector 
chain has hold up spring. Closers are self 
lubricated and guaranteed for 10 years. 
Strong or light spring action available. 

All models available have fast latching 
feature for fast final 5° of closing to over- 
come friction of weather strip. Also avail- 
able with narrow jamb bracket that re- 
quires only 114” space between doors. 

No. 80 as above, No. 90 without pro- 
tector chain. Ask your hardware jobber or 
write us for selection and prices. 


IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET + ST. PAUL 1, MINNESOTA 


have 
every 
selling 
feature 
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“They must have run a help 
wanted classified ad in 
AMERICAN LUMBERMAN!” 


Whether you're looking for a new job... 
a new man to fill an old job. . 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! 


American Lumberman 


139 N. CLARK STREET @ 


. want to 


CHICAGO 2, ILLINOIS 
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a choice of 120 standard and tube-mix 

colors. The O’Brien Corp., Dept. AL, 

101 Johnson, South Bend 21, Ind. 
Circle No. 226 on Coupon, page 84 


Shakertown Stain Display 
New mobile, self-dispensing Shaker- 
town Stain display shows actual 
stained cedar samples of all 12 Shak- 
ertown colors. The display carries a 
9-gallon inventory in handy gallon 
cans. A part of the display is the fac- 
tory-stained Shakertown Glumac Unit, 
a 46%” long cedar shake panel with 
bonded-on, asphalt impregnated insu- 
lation backerboard. A completely self- 
contained selling unit, the display car- 
ries consumer brochures and applica- 
tion instructions. The Perma Products 
Co., Dept. AL, 20310 Kinsman Road, 
Cleveland 22, Ohio. 
Circle No. 227 on Coupon, page 84 





Question-and-Answer Booklet 

A 12-page, vest-pocket Question- 
and-Answer booklet contains such in- 
formation as how Alsynite is cut, fas- 
tened and sealed, how mastic is ap- 
plied and amount of overlap. The inside 
back cover has a complete breakdown 
on Alsynite Residential sizes and 
colors, while a handy panel calculator 
is featured on the back page to help 
determine proper panel width and 
number needed for a_ specific job. 
Alsynite Co. of America, Dept. AL, 
4654 De Soto St., San Diego 9, Calif. 
Circle No. 228 on Coupon, page 84 
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Three J-M Display Units 

Three new display units designed to 
be used with the 30” x 80” swinging 
panel display program recommended 
by the National Retail Lumber Dealers 
Assn. are available. The three displays 
are for Seal-O-Matic asphalt roof 
shingles, Terraflex vinyl-asbestos floo1 





tiles and Spintex home _ insulation. 
Each display contains photographs, 
literature and signs. The manufactur- 
er is also preparing further display 
units to be used on the display panels. 
Johns-Manville Corp., Dept. AL, 22 E. 
40th St., New York, N. Y. 
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Display Rack 

A new rack for displaying its new 
line of carded anchors, fasteners and 
hangers is announced by the manufac- 
turer. Rack is offered with initial order 
of complete line consisting of 50 as- 
sorted cards. U. S. Expansion Bolt Co., 
Dept. AL, York, Penna. 
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Nothing’s too good for McGinnis — since he started 
suggesting “ScotcH” Brand Masking Tape 
with every sale! 

















Dept. U-8. 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL, 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 













RAVITY & POWER 
CONVEYORS 


vacua 


—— 
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Selckraft E-Z Handle 


E-Z Handle provides a sure grip 


method for handling cartons of floor 


tile, it is said. E-Z Handle clamps the 
box firmly and instantly and is al- 
ways in an upright position. It re- 
leases quickly with a dip of the wrist. 
The teeth on the E-Z Handle will not 
penetrate the box or harm the tile. 
E-Z Handle works equally well on 
smooth and reinforced boxes. Two 
cartons can be picked up and carried 
easily and quickly. Walter E. Selck 


and Co., Dept. AL, 225 W. Hubbard 
St., Chicago 10, Il. 
Circle No. 231 on Coupon, page 84 


Self Leveling Attachment 
A simple, time-saving attachment 
that automatically provides and main- 


tains a level or horizontal optical line 


of sight is anneunced. When attached 
to a surveying instrument, the new 
device affords the accuracy of a sec- 
ond order instrument. The compact 
instrument can be attached, by an 
adapter, to the objective end of a tele- 
scope of any make level or transit. 
The moving mirror acts by a gravity 








LUMBER DEALERS! 


SUES 


Get your share of this profitable business. 





64 stock sizes av 














for i diate de- 
livery. No inventory needed! May be in- 
stalled by any home-owner. Write for price 
list and particulars telling why this is a 
good item for you to handle. 


TUMLOO £20 West 45th Street, New York 36, N. Y. 
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In our complete line, there is a Ridge Door for every home, taste and budget. 
Circle No. 43 on Coupon, page 84 


and spring combination to provide a 
correction to the line of sight, in an 
amount just sufficient to assure that 
it remains level, says maker. The at- 
tachment comes complete with adapt- 
er in a leather case. The David White 
Instrument Co., Dept. AL, 2051 N. 
19th St., Milwaukee 5, Wis. 
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Contractors’ Pump 


A new self-priming, portable Con- 
tractors’ Pump features a four volute 
cut-off design which yields extra high 
capacities in the high pressure range 
without overloading the 2 hp 4-cycle 
gas-engine. Grease lubricated seal, 
built-in check valve, steel base, carry- 
ing handle and strainer are included 
in the new Lancaster pump. Lancaster 
Pump & Mfg. Co., Inc., Dept. AL, 
Manheim Pike, Lancaster, Penna. 
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|For lasting Beauty and Protection— 


choose ‘ae Ridge on 


Decorator Styling and 


Superior Craftsmanship are 


carefully blended to 
bring you the finest in 
overhead doors! 


DOOR COMPANY 
MONMOUTH JUNCTION, N. J. 

















GARAGE DOORS INC. 


DETROIT 28, MICHIGAN 


19800 FITZPATRICK 
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Exclusive 


Available 











USE 
OKOMO 
ORNERS 


Distributorship © for ASBESTOS SIDING 

LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 


BUGHER MFG. CO. 


301 E. Lincoln Road, Kokomo, Ind. 


COLORS 
TO MATOH 
EVERY MANU- 
FAGTURER’S 
ASBESTOS SIDING 


MADE OF 
ALUMINUM 








Send for Fuil De- 


talis, Samples and 
Prices 
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Outdoor Fork Truck 


An outdoor truck of 20,000 pounds 
capacity with dual drive tires has 
been added to the pneumatic-tire 
models in the Clarklift line of fork 
trucks. Named the CY-200, the ma- 
chine features “50-50” weight distri- 
bution, a planetary drive axle and 
10.00 by 20” tires for driving power 
through mud and sand and over rough 
terrain. Like its predecessors, the unit 
has continuous follow-up type hydrau- 
lic power steering, which operates 
throughout the engine speed range to 
permit fast, easy turning at any 
speed. A Hercules JXD six-cylinder 
gas engine powers the CY-200. Indus- 
trial Truck Div., Clark Equipment 
Co., Dept. AL, Battle Creek, Mich. 
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Henry Tractor-Lift 

The new Henry Tractor-Lift is 
available at present for IHC and John 
Deere wheel and crawler tractors. 
The Henry Tractor-Lift (TL-4316) 
features a three-rail mast. Its 16’ lift- 
ing height telescopes to a 93” down 
height, making it easy to clear low 
doors and overhangs. Model TL-2310, 
also a 3-rail lift, goes 10’ high and 
has a very low 64” down height. The 
third model (TL-4210) has a 2-rail 
mast, affording a 10’ lift and 87” 
down height. Each model offers three 
methods of mounting on the tractor. 
It can be rear-mounted, rear-mounted 
with operator reversed, or front- 
mounted. Henry Mfg. Co., Inc., Dept. 
AL, 1700 N. Clay St., Topeka, Kan. 
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NEW 


Technical Data 


Sink Bowls. The second edition of 
the “Hudee Handbook” includes up-to- 
the-minute listings of the products of 
50 manufacturers of sink bowls. It 
contains the catalog number and the 
list price of the types and sizes of 
Hudee frames and where they are used, 
instructions for installing and the 
frame to be used with each bowl made 
by the manufacturers listed. Walter E. 
Selck & Co., Dept. AL, 225 W. Hub- 
bard St., Chicago, Il. 
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Aluminum Jalousie Windows. A 4- 
page brochure giving the features, in- 
stallation and specifications of Stanley 
aluminum jalousie windows has com- 
plete detail drawings of horizontal and 
vertical sections and a typical mul- 
lion in half full-size scale, plus a cross 
section of a window assembly. Stand- 
ard overall jalousie sizes and stand- 
ard overall KD sizes are also given. 
Stanley Building Products Co., Dept. 
AL, 1890 N. E. 146th St., North Miami, 
Fla. 
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Plastic Pipe and Fittings. A new 
8-page booklet containing the latest 
technical information on _ pressure- 
rated plastic pipe and fittings is an- 
nounced. Included are complete tables 
on pressure drop through plastic pipe, 
pressure-temperature ratings for dif- 
ferent sizes and recommended pump- 
ing depths. Figures are given on 
Crane’s three grades of polyethylene 
pipe: standard wall, 75-pound and 100- 
pound. The new booklet includes pic- 
tures of plastic pipe installations and 
explains installation procedure in 
words and pictures. Crane Co., Dept. 
AL, 836 S. Michigan Ave., Chicago 5, 
Ill. 
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ITERATURE 


Merchandising Units. A colorful new 
brochure illustrates and lists over one 
dozen new, complete merchandising 
units for presenting practically every 
type of merchandise from hard lines 
through soft lines. Units are shipped 
complete with Spacemaster slotted 
merchandising frames and all brack- 
ets, shelving and accessory items 
needed for complete assembly. Reflec- 
tor-Hardware Corp., Dept. FP-AL, 
1400 N. 25th Ave., Melrose Park, III. 
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Consumer Data 


Kitchen Planning. An inexpensive, 
lively and colorful folder that doubles 
as a selling and kitchen planning work 
sheet and as a consumer mailing or 
hand-out piece is available. The folder 
combines Youngstown Kitchens prod- 
uct photos and specifications with a 
gridded planning space, each square 
being equal to six inches. Directed at 
the homemaker, the page one headline 
reads, “Is your present kitchen mak- 
ing you cuckoo?” A brief checklist 
helps the housewife rate her kitchen. 
Youngstown Kitchens, Div. of Ameri- 
can-Standard, Dept. AL, Warren, Ohio. 

Circle No. 240 on Coupon, page 84 


Filing a Chain Saw. A newly revised 
bulletin, “Sharpening Instructions for 
Your Atkins Borg-Warner Saw 
Chain,” greatly simplifies saw filing 
procedures. The bulletin is fully illus- 
trated and shows, step-by-step, how 
to obtain professional saw filing re- 
sults by using the proper tools. How 
to use Atkins files, file holders, depth 
gauge tools, filing vises and other ac- 
cessories to simplify and improve 
these operations is explained in the 
bulletin. Also described is the Atkins 
Replacement Parts Kit. Atkins Saw 
Div., Borg-Warner Corp., Dept. C-AL, 
402 S. Illinois St., Indianapolis 9, Ind. 
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Trade Mark 





Registered 





DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


ANDERSON, CALIFORNIA 
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American 
Lumberman 
Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 


| Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 

3 Times—20c per word for each consecutive 
insertion. Minimum charge of $1.00 
per line, 

Add $1.50 per insertion for blind ads bear- 

ing box number. 

No agency commission or cash discount 

allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





| HELP WANTED | 


SITUATIONS WANTED | 





| WANTED — RAILS 





WANTED: Retail Lumber Yard Manager for 
Central Oregon County Seat Town. Do not 
reply unless you are experienced and have 
a clear record. The Miller Lumber Company, 
Bend, Oregon. 





ACCOUNTANT-CREDIT MANAGER 


Large Florida Retail Lumber Dealer has open- 
ing for Accountant and Credit Manager ex- 
perienced in Lumber and Building Material 
trade. Only high type sober man considered. 
Will pay salary commensurate with educa- 
tion, experience and ability. Address Box X-29 
American Lumberman, Inc. 





TWO DETAILERS AND BILLERS—Large archi- 
tectural mill work company in Ohio has open- 
ings for two detailers and billers with estimat- 
ing experience. Must be qualified to make 
shop drawings for all types of public and 
private buildings. Excellent opportunity and 
good salary with all social benefits to right 
men. Please give experience, age, availability 
and if possible a sample of drawing. Perma- 
nent employment. Reply Box X-30 American 
Lumberman, Inc. 





SUPERVISOR WANTED 


Can you work with woodworkers and car- 
penters to get both quality and output? Mill- 
work manufacturer and distributor is looking 
for replacement of retiring Plant Superinten- 
dent. This is a career job; Midwest location. 
Mill experience not essential if you know 
millwork assembly and installation. Applica- 
tion should give age, family status, education 
and detailed experience. Your confidence will 
be respected. Write Box Y-20 American Lum- 
berman, Inc. 





Lumber salesman for modern, progressive re- 
tail yard located in Central Florida. Salary 
open. Excellent opportunity for hard worker. 
Age, 25-40. Send picture and resume to Box 
Y-21 American Lumberman, Inc. 





GENERAL MANAGER 
Stock Millwork 
$20-22,000 


A large company is seeking an Administrative 
Executive thoroughly familiar with manufac- 
ture of stock millwork, sash-doors, etc. Should 
know costs, sales & plant management. An 
excellent opportunity for the right man. Most 
employers pay our fees. Submit resume in 
confidence to: 


J. L. OVERHOLT 
Wabash Agency 


WAbash 2-5020 
202 S. State Chicago 





WANTED 


Experience salesman by large wholesale lum- 
ber company for established Hudson River 
territory from White Plains, North. Reply Box 
98-W, American Lumberman, Grand Central 
Terminal, 70 E. 45th Street, Room 2034, New 
York 17, New York. 
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Experienced wholesale and retail lumber Ex- 
ecutive desires position with live-wire firm. Ex- 
tensive experience al] phases lumber business. 
Address Box X-43, American Lumberman, Inc. 





EXECUTIVE - age 41 - managing line yard op- 
eration of 2 million sales. Aggressive - famil- 
iar with all phases management. Strong on 
sales promotion, advertising incentives. De- 
sire position with larger operation. Can take 
over complete management or assist owner. 
Prefer salary-profit sharing arrangement. Will 
also consider making investment. Address Box 
Y-22 American Lumberman, Inc. 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Famil- 
iar lumber terms. Been self employed for some 
time. Desire otherwise. Middle age. Address 
Box Y-23 American Lumberman, Inc. 


MANAGEMENT AVAILABLE. Lumber and sup- 
plies. Retail yard or line superintendent. Can 
also handle wholesale lumber, stock millwork, 
jobbing or millwork manufacturing. 25 years 
experience. Address Box Y-24 American Lum- 
berman, Inc. 








Lumberman, age 34, desires position as mana- 
ger, sales manager or buyer. Eleven years in 
retail lumber business, five years as manager. 
One year in wholesale lumber. Best of refer- 
ences. Address Box Y-25 American Lumberman, 
Inc. 





SALES REPRESENTATIVES 
WANTED 











Commissioned sales representatives needed 
for some choice protected territories. We 
manufacture quality residential and commer- 
cial locksets, selling to lumber, building mate- 
rial and hardware trade. Box X-34 American 
Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 











Lumber sales representatives covering Ohio 
and Kentucky desire allied volume line for 
their retail dealer trade. Address Box X-39, 
American Lumberman, Inc. 





WANTED — RAILS 











STEEL RAILS 
16+, 20#, 25+, 304%, 354, 404% and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





BUSINESSES FOR SALE 











For Sale 


Lumber Yard doing $200,000 per year. Price 
of $30,000 includes 3!/2 acres, land, buildings, 
machinery, trucks and equipment. Will sell 
for $15,000 down plus inventory. Located in 
northeastern Ohio. Best location in the nation. 
May also be used as manufacturing plant. 
Box X-35 American Lumberman, Inc. 


For Sale Lumber Yard in rich agricultural and 
oil town. Yard and equipment $15,000.00 Plus 
Inventory Stock about $10,000.00. Write Gar- 
land Crouch, Winters, Texas. 


Chain operation will sell branch yard located 
in Southeastern Kansas community. Ideal yard 
for man and wife. Volume $100,000 with mini- 
mum inventory. Potential for considerably 
greater volume. Inventory aproximately $35.- 
000 at present but present owner will with- 
draw any amount to decrease it to a lower 
figure if necessary. If interested, address in- 
quiry to Box X-48, American Lumberman, Inc. 


Two profitable retail building material yards. 
central Iowa, average gross sales of the two 
yards past 6 years $245,000.00 One yard towns, 
1000 population, good buildings and equip- 
ment, located on main street. Will sell to- 
gether or separately. Reason for selling is 
health. Address Box Y-26 American Lumber 
man, Inc. 


FOR SALE: Retail lumber yard and building 
supplies. This is a good yard located in a 
large farm and industrial area in Northern 
Indiana. Good Contractor business. Owner 
wishes to retire. Write Box Y-27 American 
Lumberman, Inc. 





LOCATED IN PEORIA 


50,000 sq. ft. with railroad siding, truck dock, 
elevator, unlimited floor load. Good for stor- 
age or light manufacturing. J. H. FINNEGAN & 
CO., Realtors, Phone Peoria 3-6322. 





USED MACHINERY FOR SALE 











For Sale - 2 1952 LF170 International tandem 
wheel trucks, with 3!/, yd. Blaw Knox mixer— 
Priced for quick sale. Johnson-McMillan Con- 
crete Co., P. O. Box 5185 Charlotte 6, N. C. 
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LUMBER & DIMENSION 
FOR SALE 











FOR SALE: North Carolina White Pine. Rough. 
surfaced or S2S&R/S. Quality Hardwood Pai- 
lets. Corinth Hardwood Cv., Box 581-A Bristol 
Tenn. 


Stacking Sticks For Sale 


5 cars 6’ used stickers—3¢ each 
2 cars 8’ new KD Oak sticks S2S 13/16 8¢ ea. 


Gaiennie Lumber, Box 1774, Shreveport, La. 





| MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write tor prices and information 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME trom your news- 
paper advertising by using our Low Cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, Calif. 


INTRODUCTORY OFFER 


FREE—Latest complete catalog—FREE. Get ac- 
quainted special low prices on full line plumb- 
ing, heating, hardware, specialties. 
SEABOARD PLUMBING SPECIALTY CORP. 
1007 Atlantic Ave. Dept. AL—Brooklyn, N. Y. 
SALESMEN WANTED ALL TERRITORIES 








NEW PRODUCTS 


(begins on page 70) 
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Translucent Wall Panel 

A new translucent structural curtain 
wall panel is but one-seventh the 
weight of an equivalent metal panel. 
The 4’ x 10’ x 2%” unit weighs only 
64 pounds. It is easily handled by one 
man on building site assuring swift, 
economical construction. Available in 
4 modular sizes and 6 colors, Kalwall 
panels are made of fiberglass rein- 
forced plastic sheets bonded to an 
aluminum grid. They are efficient 
thermal insulators and highly resist- 
ant to sharp blows, vibrations and 
weathering, says maker. Kalwall 
Corp., Dept. AL, Manchester, N. H. 

Circle No. 247 on Coupon, page 84 


Packaged Kitchens 
Exclusive “slip-out” decorator pan- 
els, interchangeable gas and electric 
cooking units and modular steel cab- 
inets are featured in the new Oakland 
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packaged kitchens now available. All 
drawer and door fronts of cabinets 
have decorator panels of laminated 
plastic finished in birch, limed oak, 
coral linen and blue linen. These pan- 
els insert in bright channel steel fram- 
ing, which is secured by two screws, 
making it an easy matter to remove 
panels for changing color scheme. 
Base units come without end panels, 
except for exposed ends, but have bolt 
holes for quick installation. Oakland 
Foundry Co., Dept. AL, Belleville, Ill. 


Prepackaged Shelving Units 
Packaged adjustable brackets for 
modern wall arrangements can be ex- 
panded at will from a two-shelf instal- 
lation to a complete wall treatment. 
Each package contains four 8” brack- 
ets, two 24” standards and 8 screws 
for mounting. Both the Silvertone 
package and Bronzetone package ars 
specifically designed to attract the do- 
it-yourself customer. Kason Hardware 
Corp., Dept. AL, 71 Wallabout St., 
srooklyn be N. i # 
Circle No, 242 on Coupon, page 84 


New Slide Projector 

Compact, smartly styled and light 
weight this new slide projector may 
be used effectively in the home plan- 
ning center or by salesmen on their 
calls. The projector may be adjusted 
to take either 35mm color slides o1 
larger 2% x 2%” transparencies. The 
unit has a 300-watt projector bulb 
cooled by a very quiet blower. The 
manufacturer points out that with 
this handy, medium priced projector 
end an inexpensive camera loaded with 
the fast new color film, a dealer is 
fully equipped to take photos of local 


jobs for strong visual selling in either 
the showroom or customer’s home. 
Realist, Inc., Dept. AL, 2501 N. 19th 
St., Milwaukee 5, Wis. 

Circle No. 243 on Coupon, page 84 


Folding Door 

A line of folding doors features 
full-length hinges extruded from 
Bakelite vinyl resins, has vertical 
panels of kiln-dried wood 7/16” thick. 
Regular panels are 3%” wide, giant 
size panels are 51%4” wide. Panels are 
available in Alaska cedar, western red 
cedar and Philippine mahogany. Door 
available in a package containing 
upper track, hardware _ including 
screws, gliders and_ stud-and-bullet 
catch, track backing, matching wood 
valance, door handles and installation 
instructions. Wood Specialty Prod- 
ucts, Inc., Dept. AL, 24208 W. 60th 

Ave., Mountlake Terrace, Wash. 

Circle No. 244 on Coupon, page 84 
(continued on next page) 





What's Your Answer? 


(Answers on page 84) 


What big step by the Grayson Lumber Co. has resulted in a closer con- 
trol of its markets and in the sale of more than 300 homes in two years? 


What is Tenex and in what size is it available? 
To what products does the Forest City Material Co. devote its hottest 


traffic area in its new supermart? 


What sales help now available to you is specifically designed to help you 


sell more L.O.F. window glass? 


What are lumber dealers doing to make the public “component con- 


scious?” 


Name three ways you can build big profits with the Clarke rug shampoo 


equipment. 


What did Wood Lumber Co. discover to be a necessary ingredient for 
a lumber dealer entering the do-it-yourself supermart business? 


What practical help offered to you by a manufacturer can put you into 


the profitable kitchen business? 


What is Gen-Plank? 


Name two major problems solved for Curtis Woodwork dealers by the 
use of new Curtis window and door selector charts? 
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Ladder Has Features 


The new Ambassador step ladder is 
said to offer two unusual features: 
flush-top design with wrap-around top 
brackets attached to top and rails with 
10 rivets, and a double-braced back. 
The unit is designed as a medium-duty 
lightweight step ladder for painters 
and contractors. It is made in sizes 
from 4’ to 10’. W. W. Babcock Co., 
Dept. AL, Bath, N. Y. 

Circle No. 245 on Coupon, page 84 


3-Dimensional Wall Covering 

A new concept in wall treatments 
offers a choice of unusual wood tex- 
tures, weatherbeaten surfaces, the art 


of ancient cultures and contemporary 
design. The material is a rigid vinyl. 
It is made for the do-it-yourself mar- 
ket. It is known as Decro-Wall. The 
material is said to be easy to apply to 
any surface, washable, resistant to fire, 
grease and stain. It is easy to paint; 
all patterns have a basic white for 
coloring according to choice. The ma- 
terial comes in sheets from 5% to 8 
square feet. Decro-Wall Corp., Dept. 
AL, Yonkers, N. Y. 
Circle No. 246 on Coupon, page 84 





When answering advertisements 


please mention 


AMERICAN LUMBERMAN 





. Experienced management 


What's Your Answer? 
(Questions on page 83) 


. Land development. See article, page 
30. 


2. Tenex is a new wood wafer panel- 


ing available in 4’ x 8’ and 4’ x 16’ 
sheets 4” thick. See ad, page 20. 


3. Building specialties of metal, plas- 


tic and wood. See article, page 62. 


.A complete assortment of mer- 
chandising pieces. See ad, pages 
50-51. 


5. Dealers are drawing large crowds 


with special Lu-Re-Co demonstra- 
tions. See article, page 57. 


5. (1)Machine rental fees, (2) sham- 


poo sales and (3) impulse pur- 
chases. See ad, page 4. 


in the 
field of small-ticket consumer store 
selling. See article, page 38. 


3, RCA Whirlpool’s Kitchen Selling 


Plan. See ad, pages 10-11. 


9. A new plastic paneling. See news 


item, page 12. 


.(1) The charts solve the problem 


of display and (2) they speed and 
simplify the dealer’s work. See ad, 
pages 21-22-23. 
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“What's New” Items 
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(Pheose Print) 


Street 











Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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ADVERTISERS’ INDEX 


Acme Appliance Mfg. 
Alan Wood Steel Co. 





Barrett Division, Allied Chemical & Dye Corp. 
Borden Co., The 

Bradley Lbr. Co. of Arkansas 
Brown-Graves Co. 

Bruce Co., E. 

Bugher Mfg. Co. 

Bunyan Lbr, Co., Paul 


California Redwood Assn. 
Clarke Sanding Machine Co. 
Cloud Oak Flooring Co. 
Combination Door Co., The 
Consumers Glue Co. 
Copeland Lbr. Co. 

Curtis Companies, Inc. 


Devoe & Raynolds Co., Inc. 
Dexter Lock Division, Dexter Industries, Inc. 
Dicks-Armstrong-Pontius, Inc, ena 


Evans Pipe Co., The .... 


Flintkote Co., 

Ford Div. of F ‘ord Motor Co. 

French Lick-Sheraton Hotel .... 
Friden Calculating Machine Co., Inc. 


Goodman Lbr. Co. . 
Griffin Mfg. Co 


Hager & Sons Hinge Mfg. Co., C. 
Heller & Co., W. C. 
Holt Hardwood Co. 
Homasote Company 


Ideal Brass Works, Inc. 


Johnson Co., C. S. 
Jones & Laughlin Steel CG orp. 


Kimberly-Clark of Michigan, Inc. 
Libbey-Owens-Ford Glass Co. 


Louisville Cement Co. 
Louver Mfg. & Supply Co. 


Macklanburg-Dunecan Co. : 
Marlite Division of Masonite Corp. 


Mauk Lumber Co., The 
Mauk Seattle Lbr. Co. 
Minnesota Mining & Mfg. 


National Cash Register Co., The .... 
National Mfg. Co. . 
National Plastic Products Co., The, Nevamar Div. 


Pack River Tree Farm Products 


ted Devil Tools : 
Reynolds Metals Co. 
Ridge Door Co. . 
Rockport Redw ood re oO. 
Roddis Plywood wiatet 
Rounds Lbr. Co. ; 
R-O-W Sales Co. 


Safe Padlock & Hardware Co. 

Saturday Evening Post, The .. 

Silcrest Co.. The 

Standard Conveyor . 

Stanley Tools, Div. of "The Stanley Works ; 
Superkleen Div. of Devoe & Raynolds Co., Inc. 
Supplex Co., Div. of American Hard Rubber Co. 


Taylor Made Garage Doors, Inc. 
Tumlo , : ; 
Twin Harbors. Lbr. Co. 


Union Lbr. Co. 
U. S. Plywood C orp. 
Uy. S. Steel Corp 


Weather-Proof Co., The . 
Wells Libr. Co., J. W. .... 
Western Pine Assn. 
Whirlpool Corporation 
Wisconsin-Michigan Page 


Youngstown Kitchens, Div. of American-Standard 


\ \ 


in Proper Home Ventilation 


Lo Mane lo StRIES 700 
ROOF LOUVERS 


Made of attractive rustproof, heavy gauge 
new aluminum with tab-fold seams for added 
strength and rigidity. 

construction Improved design leaves three sides open for 
maximum ventilation—guard wall around 
tested base opening affords far greater weather 
protection than competitive models tested 
desi n under exposure to extreme winds and rains. 
g Built-in aluminum 8x8 mesh screens keep 
with insects out . . . prevent clogging from leaves 
and bird nesting . . . tend to break up snow 

these and rain... meet FHA requirements. 
features 


Wide mounting flange makes installation 
faster and easier. 

Fits any type of roof . . . Gable, Hipped, 
Pitched or Flat—can be used equally well 
for venting attics, or with exhaust fans. 





Cutaway illustrates construction de- 
tail . . . shows base opening with 
guard wall for weather pro- 
tection. 


Get all the facts about these 

new, attractive, durable, low 

cost Lo Man Co Roor Louvers. 
Ask your jobber or dealer, or write 
Louver Manufacturing Co. for com- 
plete information. 





SPECIFICATIONS 





Sq. Inches 
Free Area 
730 12%" x 17%” x 4” 30 
750 15%” x 21%” x 5” 50 
770 17%” x 23%” x 6” 70 


Model No. Overall Size Including Flanges 




















When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


L 0 1 Vy t g MANUFACTURING 
5 & SUPPLY COMPANY 
3603 Wooddale Avenue e Minneapolis, Minn. 
Circle No. 47 on Coupon, page 84 








Some women regard marriage as they do drugs. They keep 
taking one dope after the other. 


By 
morning and shave I feel twenty 


you go to bed 


Sign in a store window : “Accuracy is our watchword. We never 


make misteaks 


Rita: “Our son is the living image of his father.” 
Irene: “What do you care as long as he’s healthy?” 


The Sale 
I don’t want it 
[ can’t use it, 
But, at that price, 
I won't refuse it 


What can MAU K do for you We'd like to tell you but space 
ts limited and our inventory unlimited. 

Recommendations and testimonials can be furnished forever 
again space won't permit. So, let’s try another way. 

Suppose you bring your supply problem directly to MAUK. 
Ask for items, prices, specifications, delivery dates. Whatever your 
particular supply nee WAUK Lumber Co. can help 
and tf we can't deliver will tell you and suggest 
alternative sources 

That's the MAUK method 
or drop us a line 


ds may be the 
ourselves we 


} 


of merchandising. So, give us a call 


Simple Celia says the man who never spoke a hasty word to his 
girl probably stutters 


Husband: “You say you had a burglar in the house while I was 
out. Did he get anything?’ 
Wife: “I'll say. I thought he was you!” 


x * 44 


Do You Know What Dep't: 

Do you know what a diplomat is? A man who can convince his 
wife she’d look fat wearing a mink coat. 

Do you know what an optimist is? A man who thinks his wife 
quit smoking cigarettes when he finds cigar butts around the house 

Do you know what a wise retailer is? The man who deals with 
the sound source of supply—the MAUK Lumber Co., of course. 


. & & 


MAUK Seattle Lumber Go. 
Seattle 5, Washington 


e.o&- @ 


The C. A. MAUK Lumber Go. 
Toledo 8, Ohio 
Circle No. 48 on Coupon, page 84 





OLDEALES 


INTERS 


Plywood Puts New Face 
On Old Showroom 


Versatile Texture One-Eleven plywood was 
used by the Oxford (Ohio) Lumber Co. to give a 
fresh appearance to its recently remodeled show- 
room. The yard has been selling the textured ply- 
wood for house siding and decided it was just the 
material to give its showroom a new face. Oxford 
used Texture One-Eleven with grooves two inches 
o.c. The plywood is also available with grooves 
four inches o0.c. 


Outdoor Self-Service Mart 


An outdoor self-service sales area has been 
opened by Main Line Lumber and Millwork Co., 
Wayne, Penna. One gimmick, which is helping 
move a variety of items is the “2 for $1.98” or 
“3 for $2.98” signs. Slow-moving items are found 
here and these are reduced for quick sale while 
the regular markup is maintained on other items. 

After the customer selects his material, it is 
loaded on his car or truck by a Main Line em- 
ploye, who escorts the customer to a cashier’s 
booth. There is plenty of parking space near the 
open-air shopping mart. 











More Wood Schools 


One-story wood schools are staging a dramatic come- 
back. But the modern versions are a far cry from the 
little red schoolhouse of former generations. Today’s one- 
story wood school buildings, featuring latest design and 
construction techniques, accent safety, durability and a 
home-like atmosphere. Also, they offer more school for 
fewer dollars than multi-story, monumental-type build- 
ings, according to the National Lumber Manufacturers 
Association. 
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Looking for 
something new 
in hardware? 


* 


presents their latest 
hardware creations 


These new products are modern in style, simple 
in both design and functional use. Your trade 
will find a wide variety of uses for the Friction 
Catch, the Hinges or the streamlined Drawer and 
Door Pulls. Hardware is attractively finished to 
enhance every installation and provide protec- 
tion against tarnish and corrosion. Have you 
seen the new Visual Packaged merchandise now 
available at no extra cost? Send today for a list 
of the hardware packed in this sales appealing 
method. 





<) 


~> 


i 








c= 


“GY 
V83%s Half Turnbutton V2i8 Drawer or Door Pull 
Visual Display Packs 


V/A GL cn i 
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SETTER PLASTICITY 


To build the best possible concrete-block walls, the brick- 


layer must use plastic mortar. The mortar must be plastic 

enough to stick to the long head joint. It must not drop 

off the edges of the block when the block is swung up. Dok, W ATER: -EMENT 
and lowered into place. It must remain plastic long eas yon 
enough to enable the bricklayer to tap the block down e 


to the line, easily and accurately. 


/ 
+ 


Brixment mortar provides this necessary plasticity. More- 
over, it stays soft and plastic long enough to let the 
bricklayer level, plumb and straighten the unit and adjust 
it to its final position in the wall before the mortar stiffens. 


Louisville Cement Company . . . Louisville 2, Kentucky 


Circle No. 50 on Coupon, page 84 





